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EXPLOSION INSURANCE 
COVERING WAREHOUSES 


Companies Decide to Cover Merchan- 
dise in Warehouses in Greater 
New York 








RATES FOR THIS NEW CLASS 





To Cever for Exterior Explosion—Use 
80 Per Cent. Contribution as 
Well as 50 Per Cent. 





A conference composed of the com- 
panies writing explosion insurance has 
made a special study of the warehouse 
hazard and as a result rates can now 
be quoted for explosion insurance on 
merchandise in stipulated stores in 
Greater New York. This class has not 
been written heretofore and the de- 
mand for it is a direct result of the 
Black Tom Island explosion. 

Differs from Usual Explosion Policy 

The special feature in connection 
with this business is that the insurance 
covers for explosion damage originat- 
ing outside of the premises, differing 
from the regular mercantile explosion 
coverage which limits liability to dam- 
age from explosion originating on the 
premises only. The cover can be ex- 
tended, however, in mercantile business 
by means of a rider and an extra pre- 
mium charge. 

Rates to be Charged 

The forms of policies used for the 
new warehouse insurance assume all 
explosion risks other than those origi- 
nating in boilers or fly-wheels. The 
rates are as follows: 

Stores situate 200 feet or more from 
piers or bulkheads, 30 cents per an- 
num, subject to an 80 per cent. co- 
insurance clause; 40 cents, subject to 
a 50 per cent. co-insurance clause. 


Where the store is less than 200 feet 
from the pier or bulkhead, the cor- 
responding rates are 35 cents and 46 
cents, 


Pier and Contents Rates 

An additional charge of 10 cents is 
made for the use of a 10-day wharf 
clause on policies covering with an 
80 per cent. co-insurance clause; 13 
cents where the insurance is subject 
to a 50 per cent. co-insurance provision. 

Rates on piers and contents are $1.30 
with 80 per cent. co-insurance and $1.70 
with 50 per cent. co-insurance. 


Explosives Warranty 
The policies covering mercantile 
buildings are subject to a warranty 


(Continued on page 12) 
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“ Che largest fire insurance company in America’ 


, 


ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 





Cash Capital, $6,000,000 
ALL BRANCHES OF FIRE INSURANCE. 
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Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 


“FIFTIETH ANNIVERSARY YEAR IN THE UNITED STATES.” 
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COMPANIES TAKE UP 
DOUBLE INDEMNITY 


Others May Follow New York Life’s 
Lead as Selling Point in 
Competition 








BROAD FORM OF ONE COMPANY 





Kansas City Life Doubles Amount for 
Any Accidental Death—Charge 
for This Form 





Will the double indemnity clause be 
incorporated generally in life insurance 
policies as a selling point, as the dis- 
ability clause has been? The discus- 
sion following the publication in The 
Eastern Underwriter of July 21 of a 
lengthy article on this subject, showed 
considerable sentiment against the in- 
corporation in life insurance policies 
of such features, on the grounds that 
they were merely selling devices. How- 
ever, all the active companies in the 
country except eight are now issuing 
policies with disability clauses included. 

Danger in Liberalizing Form 

The New York Life introduced the 
double indemnity clause as an addi- 
tional feature and it is now apparent 
that a number of companies are about 
to follow this example and adopt the 
double indemnity clause. _As used by 
the New York Life this clause is prac- 
tically the same as the double indem- 
nity clause: in personal accident poli- 
cies and covers only for death result- 
ing from strictly travel accidents. The 
risk is not thought to be large under 
this form. The New York Life has 
had no claim yet under it. But as 
competition tended to liberalize the 
disability feature it may be expected 
to produce the same results in connec- 
tion with the double indemnity clause. 


Uses Broad “Accident” Clause 
As an example of what may be ex- 


pected, the following double indemnity 
clause used by the Kansas City Life, 
may be cited. This is not a coverage 
against travel accidents only. It is a 
general accident cover. It reads: 

“Attached to and forming part of 
Polley Te. sissies After one full an- 
nual premium has been paid and before 
default in the payment of any subse- 
quent premium, if the death of the 
insured under this policy should result 
from the effects of an injury through 
external, violent and accidental cause 
within .... years from date hereof, 
and such death occur within ninety 
days from the happening of such in- 
jury, the amount payable hereunder 
will be ...... (double the amount In- 
sured for).” 


How the Rider is Issued 


This is issued as a rider. An extra 
charge of $1.30 per thousand is made, 
R. Montague Webb, actuary of the 


(Continued on page 7) 









2 


THE EASTERN 


UNDERWRITER 


September 1, 1916. 





POLICY EQUALIZATION PLAN 


VICE-PRES. CROCKER EXPLAINS 





‘John Hancock Mutual Life Raises All 
Policies on Benefit Scale— 
Features of Plan 





Vice-President and Secretary Walton 
L. Crocker, of the John Hancock Mu- 
tual Life of Boston, has sent to the field 
representatives of the Company an ex- 
planation of the policy equalization 
plans adopted by the Company in order 
to place all weekly premium policies on 
the same basis. Additional advantages 
have been granted to policyholders hav- 
ing old forms of contracts and the 
change is of distinct advantage to the 
policyholders and the field representa- 
tives. In his communication to agents 
Vice-President Crocker says: 

“The great majority of you will re- 
member the announcement made in 
1913 of the decision of the directors of 
the Company to fix a uniform minimum 
scale of benefit on all industrial policies 
as soon as possible. 


All Get Same Benefits 

“The idea was that the policyholders 
in that branch holding policies issued 
prior to 1912 should be given the right 
to at least.the same amount of benefit 
for the same premium as those of simi- 
lar age holding similar policies issued 
under the 1912 scale. 

“In order to make effective the bene- 
fits of this plan the Company com- 
menced paying mortuary additions in 
1914, which have since been continued, 
awaiting the time when some definite 
action could be taken. After the results 
of the year 1915 had been ascertained, 
and the tendency of the business for 
1916 observed, it became apparent that 
the directors would be warranted in act- 
ing, and, therefore, as soon as possible 
after the close of the half year ended 
June 30, they voted to carry out at the 
present time such part of the original 
plan as they could with safety. 


“As a result of their action, which was 
taken with the consent of the Insurance 
Commissioner of the Commonwealth of 
Massachusetts, all the policies issued 
prior to 1908, irrespective of the age at 
issue, were raised to the level of the 
benefit scale of 1908, including the right 
to full surrender value. 

“This leaves us with equal policy 
benefits for similar kinds and ages of 
policies, from the policies issued be- 
ginning in 1879 all the way along until 
December 31, 1911. The action neces- 
sarily was made to apply only to those 
policies which were in force at the end 
of June, 1916, that is to say, on which 
the premiums were paid up to and in- 
cluding June 28. 


Great Benefit to Policyholders 

“This additionat and equal benefit is 
a matter of right now, and not any more 
one of yearly voluntary action on the 
part of the directors. The Company ex- 
pects to continue to pay mortuary addi- 
tions on the death claims upon these 
same policies, so as to bring the 
amounts payable at death the same as 
on the policies issued in 1912 and there- 
after, and we all hope that this process 
can be carried on until it becomes pos- 
sible to accomplish the full equalization 
as originally contemplated. 

“We believe that this move is a wise 
one:. It is an evidence of the good faith 
of the original announcement. It shows 
to the public with whom you deal that 
the Company does not lose sight of the 
interests of the policyholders. It should 
make your pathway easier. It should 
attract an increasing line of customers 
to you, and, therefore, be to all of you 
a direct and personal benefit. 

“The success of the Company and of 
every person who is employed in con- 
ducting its business, depends upon giv- 
ing the policyholders the very best serv- 


(Continued on page 7) 


A man about 35 years of age, 


and an opportunity for 


business absolutely essential. 


Address : 








G. H. BEACH 








WRITES BIG LINE 





Places $825,000 on Life of Prominent 
Automobile Man—Single Pre- 
mium of $30,000 





George H. Beach, who is a large per- 
sonal producer attached to the Louis 
A. Cerf general agency of the Mutual 
3enefit Life, has just closed a large 
line of insurance on the life of Fred- 
erick O. Bezner, an officer of the Hud- 
son Motor Co. The insurance amounts 
to $825,000 and is made up of ordinary 
aud 20 payment life contracts. The 
premium paid was approximately $30,- 
000. 

Mr. Beach has written a large 
amount of business among men promi- 
nent in the motor industry. He is well 
kvown in Detroit and divides his time 
about equally between that city and 
New York. With this new line of in- 
surance, Mr. Bezner is now in the mil- 
lion dollar life insurance class, having 
exactly $1,010,000 on his life. 


SYRACUSE MEN MEET 


Central New York Representatives of 
Mutual Benefit Life in Enthu- 
siastic Gathering 








Syracuse, Aug. 30.—The seventh an- 
nual meeting of the field men in Cen- 
tral New York for the Mutual Benefit 
Life was held here this week. At the 
meeting were twenty-five men. Peter 
L. Ryan, manager at Syracuse, presided 
and a very profitable and enjoyable 
time was had. 

A business session was held in the 
morning while the afternoon was given 
over to a theatre party after which a 
dinner was served at the Yates Hotel. 
At the dinner B. J. Sweeney of Utica 
and Henry Johnson of Syracuse de- 
livered addresses. Following the din- 
ner the balance of the evening was 
spent in touring the city in automobiles. 








FOR WESTCHESTER €0., NEW YORK 


personally procured business, and secure in addition about $200,000 
from sub-agents during the first year, can secure a splendid contract 
very rapid advancement, provided he has a 
CLEAN RECORD. One who has had business experience in West- 
chester County preferred. This is tor an old New York Company with 
policy contracts any life insurance man can sell. P 


“Hot air’ men will not be considered. 
general agent or manager not necessary, but ability to write personal 
All correspondence strictly confidential. 


Rare opportunity for an ambitious life insurance man. 


M. F. S., 
Care of The Eastern Underwriter, 
105 William Street, New York, N. Y. 








who can pay for at least $100,000 


Previous experience as 








JOINT INVESTMENT BUREAU 











Phoenix Mutual Joins With Fire Com- 
panies in Handling Securities 
—A. M. Collens in Charge 


. The Phoenix Mutual Life, of Hart- 
ford, has for many years invested the 
greater part of its funds in mortgage 
loans, but it now has a considerable 
volume of bonds, chiefly railroad, which 
has been purchased from time to time. 
In view of the importance of these se- 
curities and the offerings which are 
made, the Phoenix Mutual Life and the 
Phoenix (Fire), both of Hartford, have 
organized an Investment Bureau where 
the securities now owned and those 
which are offered can be analyzed more 
skilfully and thoroughly than is possible 
in an ordinary insurance office. 

Through the various connections of 
these companies, including the Connec- 
ticut Fire and the Equitable Fire and 
Marine, both of which are owned by the 
Phoenix Fire, much valuable informa- 
tion can be gathered which will be use- 
ful in considering all of these impor- 
tant matters. 

The Bureau is in charge of Arthur M. 
Collens as manager, who has for some 
years been in charge of the investment 
department of a well-known bond house 
in New York. He is a graduate of Yale 
and is thoroughly equipped for the im- 
portant service which he is rendering. 





MADE SUPERINTENDENT 

The Prudential announces the promo- 
tion of Clayton J. Van Order from the 
agency ranks to the position of assist- 
ant superintendent at Hornell, N. Y. 
Mr. Van Order assumed his new duties 
with the best wishes of a large num- 
ber of fellow agents and friends. He 
has been an agent for The Prudential 
in Elmira, N. Y. for over nine years. 
He will move his family from Elmira, 
to Hornell in the near future. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


For Agency Contracts address 


O. S. CARLTON 


PRESIDENT 








COMBATING COMMON FALLACY 


WANTED HIS LINE SCATTERED 





How a General Agent Overcame the 
Idea of Placing $10,000 in 
Several Companies 





Occasionally a prospect who is taking 
a line of insurance amounting to sev- 
eral thousand dollars, wants to place 
it in small amounts in several compa- 
nies. Of course, very large amounts 
are always placed with a number of 
companies, but a total of say not to 
exceed five figures can be carried by 
any company and there is no need for 
passing the line around. 

L. A. Spalding, general agent for the 
Mutual Benefit Life at Omaha, had such 
an experience recently. The prospect 
was a candy manufacturer and wanted 
$10,000, bringing his line up to $35,000 
in the Mutual Benefit. In describing 
how he overcame the objections of the 
assured he says: 

“I started this case for the additional 
$10,000 ten days ago and there was 
competition in the case which I easily 
eliminated. The case was set for final 
decision last Monday and I called on 
him at his office Monday morning and 
found that some ‘smart aleck’ banker 
had told my prospect that it was a bad 
idea to put all his insurance in one 
company, that he had better scatter it 
in several companies. Being naturally 
skeptical, it was impossible for me to 
change his view in the Monday morn- 
ing interview which I had with him in 
his office. 


Overcoming the Idea 

“He agreed, however, that I was to 
place the business for him and to pick 
the companies as he had confidence in 
me. I got him to agree to come to my 
office Monday afternoon so that we 
might pick out the company or compa- 
nies in which the business was to be 
placed. When I got him into my office 
I said to him, ‘Mr. H , if you hada 
policy in a life insurance company that 
was thirty years old and that policy 
agreed by its terms to give you a loan 
value of about $900 at the thirtieth year 
and if on investigation you found that 
the company you were insured in, in 
place of being willing to loan you ap- 
proximately $900 would change your 
policy and give you a contract that pro- 
vided for a cash value, as well as a loan 
value, not of $900, but of approximately 
$2,000, what would you think of such a 
company?’ 

“I then showed him a case that I had 
on my desk where I was applying the 
present non-forfeiture feature to an old 
policy thirty years old. Then I went 
into the contingency reserves with him 
and explained to him that any condi- 
tion that would adversely affect the 
Mutual Benefit would eliminate first 
any other company that he might select 
to place his business in. ‘Now, Mr. 
H——, I appreciate the fact that you 
have authorized me to place this busi- 
ness for you and I will do so only if you 
make me. The thing that I regret most 
would be to see you get Butter Scotch 
candy and pay Johnston Chocolate 
prices for it.’ He threw up his hands 
and said, ‘Go ahead and put it in the 
Mutual Benefit.’ ” 








METROPOLITAN LIFE’S EXHIBIT 
The Metropolitan Life Insurance 
Company of New York is as_ usual 
represented at the Saratoga County 
New York Fair by a splendid exhibit 
conspicuously located on the grounds. 
It is in charge of Henry W. Crippen, 
the Company’s representative at Balls- 
ton Spa, N. Y., who is assisted by 
several trained nurses. Mr. Crippen is 
also sanitary officer on the grounds 
with charge over all the eatables and 
sanitary arrangements. The old drink- 
ing cups have been done away with 
and the Metropolitan Life is furnishing 
paper cups to all free of charge. 
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Great Gathering of LEGAL SECTION GATHERING 
Equitable Stars | Actuary and Insurance Accountant | ,yerican LiFE CONVENTION 


BIG WRITERS ATTEND CLUB 
CONVENTION 





Glowing Stories of Large Business for 
the Field Men—Features of 
the Gathering 





The greatest agency club gathering 
ever held at one time and in one place 
occurred in New York city this week. 
The conference of the combined agen- 
cies clubs of the Equitable Life Assur- 
ance Society has been in session all 
week dividing their time between the 
Waldorf-Astoria and the home office 
building. 

More than 600 agents all members of 
one of the Equitable clubs, were pres- 
ent in the grand ballroom of the Wal- 
dorf when President W. A. Day wel- 
comed the members. In addition to 
the five regular clubs there is a $1,000,- 
000 group with five members, a $750,- 
000 group with five members, and a 
$500,000 group with ten members. 

Open the Big Gathering 

There was an opening reception held 
Monday night in the home Office and 
the building was illuminated, The 
officers including President Day, Vice- 
President Lunger, Vice-President Wil- 
son and Secretary Alexander received 
the 600 or more. delegates. The 
beautiful clear night enabled them to 
get a glimpse of the city with the 
Singer Tower and the Woolworth 
Tower all aglow with lights such as 
could not be obtained from any other 
point. Searchlights were played on the 
downtown buildings from two points 
in Brooklyn. 

The business sessions began on Tues- 
day morning in the Waldorf-Astoria in 
the grand ballroom. The presentation 
of credentials took place and an ad- 
dress of welcome by President Day, 
fcllowing which there was a report of 
the achievement of the five different 
clubs—The Quarter Million Club, The 
Eastern Century Club, The Southern 
Century Club, The Central Century Club 
and the Pacific Century Club. Glowing 
accounts were made of the business 
written by the field men. 

Following this the new Board of 
Governors for the ensuing year was 
elected by each Club. Luncheon was 
served in the hotel and at 1:30 P. M. 
they left in special cars for the East 
Thirty-Fourth Street pier where they 
embarked on the “Nassau” for a tour 
of Manhattan Island by water, return- 
ing to the hotel at six o’clock. There 
was music and entertainment on board. 

A Play By Home Office Talent 

Tuesday evening there was a musical 
comedy by home office talent. This 
created a great deal of merriment as 
local and personal features were plen- 
tifully used. The title of the play was, 
“The Hundred Thousand Dollar Case.” 
The troup comprises about sixty evenly 
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Care of The Eastern Underwriter, 
105 William St., New York, N. Y. 
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divided between the women and men 
of the home office force. This piay 
was written by one of the home office 
men and the orchestra also was lead 
by one of the home office men, namely, 
E G. Eisenhauer. 

Wednesday was home office day. A 
complete inspection of the home office 
and its departments was made by the 
visiting delegates. 

Inspection Tours by Visitors 

The program consisted of business 
meetings of the various clubs in the 
Home Office Building and an inspec- 
tion of the Home Office. To accom- 
plish the latter the delegates were di- 
vided into groups of from ten to fifteen 
and guided by one of the Home Office 
staff, who was supplied with a printed 
list of points of interest and as the 
deiegates paraded through the various 
departments, the guide would call out 
the particularly interesting thing at 
that point. It took about forty min- 
utes for each group to complete the 
trip. There was much enthusiasm dis- 
played throughout the trip, the dele- 
gates bursting into cheers at the points 
which particularly interested them 
along the route. 

Many Different Meetings Held 

A series of meetings were held on 
the 21st floor, which were addressed 
by the home office officials and heads 
of departments. At noon a luncheon 
was served in the Bankers Club in the 
Oak Room on the 38th floor. 

Wednesday evening was a general 
night when the delegates were given 
tickets of leave to “do’’ Manhattan as 
they saw fit. 

Final business meetings were held 
Thursday morning. The entire session 
was given over to the delegates, who 
indulged in talks on the following sub- 
jects: “How Best Can (‘Expertness in 
Equitable Salesmanship be Extended 
and Perfected?” Each delegate was 
allowed about five minutes to get a 
broad gauged expression on the above 
subject. 

Thursday evening the convention 
finished with a banquet in the grand 
ballroom at the Waldorf-Astoria. 

Who the Biggest Writers Are 

The biggest writers of the Society 
are the following: 

$1,000,000 corps: Adolph Hollander, 
New York; Alexander M. Shields, San 
Francisco; John D. E. Jones, Boston; 


Charles Wadsworth, Chicago, and Cecil 
Frankel, Los Angeles. 

$750,000 corps: Emanuel Stern, New 
York; Courtenay Barber, Chicago; 
Frederic W. Fuller, Springfield, Mass.; 
H. Hardcastle Pennock, New York, and 
John A. Hartigan, St. Paul, Minn. 





DEVELOP OLD POLICYHOLDERS 





Equitable of Iowa Writing 25 Per Cent. 
of New Business on Its Old 
Policyholders 





The Equitable Life, of Iowa, main- 
tains a service department through 
which it keeps in touch with its old 
policyholders and co-operates with its 
agents in keeping up an active interest 
in the Company by those it has already 
insured. Some remarkable results are 
noticeable in this connection. Nearly 25 
per cent. of the new business of the 
Company is now being written on the 
lives of its ola policyholders. 

The Company is highly pleased with 
this showing, and the service depart- 
ment has been of exceptionally effect- 
ive use to the agents. There are prob- 
ably very few other companies with a 
better record than this. The Company 
states that it is the aim of the service 
department to increase the percentage 
ur.til 40 per cent. of its new business 
is on the lives of its policyholders. 
The reports on July business show a 
mich higher percentage than usual, 
and this indicates that the Company’s 
representatives have made effective 
use of the new disability feature which 
tlle Company adopted July 1. This has 
proved unequalled as a means of get- 
ting in touch with the old policyhold- 
ers and writing additional business on 
them. 





OLDEST EQUITABLE EMPLOYE 

When the guides, in charge of the 
groups of delegates inspecting the 
Home Office of the Equitable Life As- 
surance Society came to the office of 
F. W. Jackson, deputy comptroller, each 
made the announcement that Mr. Jack- 
son was the oldest employe of the 
Society from standpoint of service, 
having been continuously employed for 
a period of over fifty-three years. 
Felicitations were in order at this 
point. 
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Important Questions Coming Before 
This Section at St. Louis Con- 
vention This Month 





The plans for the annual meeting of 
the Legal Section of the American Life 
Convention, which will take Place at 
St. Louis, September 13th, the day be- 
fore the regular convention opens, have 
been completed and the list of subjects 
shows some very important matters to 
come before the section. The program 
and speakers follow: 


LEADING TOPICS. 

“Statutes Prohibiting the Removal of 
Causes to the Federal Courts—How 
They Came and Why?” by Mr. C. A. 
Atkinson, vice-president and counsel, 
Federal Life Insurance Company, Chi- 
cago, Ill. 

“The Essentials of a Release in the 
Compromise of Death Claims.” by Mr. 
J. B. Wolfenbarger, general counsel, 
= Life Insurance Company, Peoria, 

a 

SHORT DISSERTATIONS. 

“Clauses Reserving to Assured the 
Right of Assignment and Change of 
Beneficiary,” by Mr. W. H. Hinebaugh, 
ccunsel, Central Life Insurance Com- 
pany, Ottawa, TI. 

“Should Law Schools Include an Out- 
ine Study or Primer Course in Actu- 
arial Science?” by Mr. James C. Jones, 
general counsel, American National As- 
surance Company, St. Louis, Mo. 

“At What Exact Moment Does Lia- 
bility Cease on Life Insurance Pol- 
icies?” (a) A five year term policy 
issued January 1, 1910, nonrenewable, 
premiums paid for five years. (b) 
Same with premiums paid for three 
years, 30 days grace, policy lapsing for 
nonpayment of fourth year’s premium. 
(c) Ordinary life policy issued Janu- 
ary 1, 1910, at age 35, policy lapses for 
nonpayment of fourth year’s premium 
and there is automatic extended insur- 
ance for the face of the policy for three 
years and seven months, by Mr. W. 
Calvin Wells, counsel, Lamar Life In- 
surance Company, Jackson, Miss. 

“What Grounds Exist for Contesting 
Compromised Claims after the Contest- 
ability Period?” by Mr. Guilford A. 
Deitch, counsel, Reserve Loan Life In- 
surance Company, Indianapolis, Ind. 

Following the opening remarks by 
the speakers named, the topics will be 
discussed by members in attendance. 


Colin C. Duncan, of the Equitable 
Life, started with the Society in April. 
He already has four groups to his credit. 





The Women’s Agency of the Equit- 
able Life Assurance Society at San 
Francisco qualified three out of five for 
the 1916 convention. 








PRUDENTIAL DAY 
The National Pay-Day 


means a check for the family on the first of every week or month, 
through a Prudential Weekly or Monthly Income Policy. 


Prudential agents are finding these among the most interesting 
propositions in Life Insurance. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Home Office: NEWARK, N. J. 


Incorporated Under the Laws of the State of New Jersey 
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Danger in Writing 
Vocational Groups 


STATE BANKERS’ ASSOCIATION 
NOT A GROUP 





William A. Fricke Declines to Consider 
Blanket Insurance for Wisconsin 
Bank Employes 





The Wisconsin Bankers’ Association 
wanted to effect group insurance on 
the lives of the employes of all of the 
banks in the association. There are 
884 banks in the State members of the 
organization, but only one of these has 
a sufficient number of employes to 
apply for a group policy under the 
usual conditions imposed. It is cus- 
tomarily required that the unit shall 
have at least 100 lives and under one 
employer, before medical examination 
can be waived. 

George D. Bartlett, secretary of the 
bankers’ committee on group insurance, 
invited William A. Fricke, vice-presi- 
dent and general manager of the Great 
Northern Life, of Wausau, Wis., to 
submit proposals on the insurance 
proposition, as it was the desire of the 
Bankers’ Association to give the pref- 
erence to a Wisconsin insurance com- 
pany, all things being equal. In his 
reply to the invitation Mr. Fricke de- 
clined to consider the group plan and 
in giving his reasons he said: 


A Vocational Group 


According to Mr. Bartlett’s state- 
ment, the group policy is to be issued 
to the Wisconsin Bankers’ Association 
and is to cover, at a one-year renew- 
able term premium, such of the em- 
ployes of banks holding membership in 
the association as may desire to pro- 
vide such insurance for those of their 
employes who have been in the bank’s 
employ for a specified period—the obli- 
gation of the bank to pay to terminate 
with the termination of the employe’s 
service or at the option of the bank. 

The group policy in such case woulda 
cover a vocational group made up of 
many units who have no other inter- 
est in common—for this insurance pur- 
pose—other than that the insured are 
all engaged in the same calling and 
that the various employers belong to 
a certain State association to which 
the group policy shall issue, but which 
bears no direct relation to any one of 
the employes making up this group. 

As I understand there is only one 
bank of the 844 banks affiliated with 
the Wisconsin Bankers’ Association 
with a sufficient number of employes 
to apply for a group policy of insur- 
ance under which there would be 
waiver of the requirement of medical 
examination because of the fact that 
the initial group would be made up of 
a hundred or more employes. The 
group policy contemplated under the 
resolution of the association is to be 
made up by the various banks of the 
association and combined and covered 
by the policy issued to the Wisconsin 
Bankers’ Association. 


What the Group Plan Is 


As generally understood “group insur- 
ance” is a blanket form of insurance 
covering a large number of lives, all 
of whom constitute a single compact 
unit, making up the employes of one 
employer—and if accepted without 
physical examination at the time of 
issuance of the policy, with not less 
than one hundred in the group—and 
usually with the precautionary restric- 
tion that the members in the group 
are those who have been in the con- 
tinuous service of the one employer 
for a certain period of time—and for 
the protection of the Company with 
the provision that while the policy of 
insurance continues the only with- 
drawal of the individual from the 
group is by termination of the employ- 
ment. 


It is needless here to present a dis- 
sertation of the benefits of group in- 
surance to the employe and the em- 
ployer—to the bank employe many of 
the benefits and arguments would not 
apply even where such bank employes 
made up the single unit or group of 
one bank covered by the growp policy. 
To apply group insurance to mere vo- 
cation, without confining to a certain 
unit of employment, the group to be 
made up of many separate units 
widely separated as to location—and 
leaving it optional for every separate 
or independent unit (bank) of such a 
widely distributed vocation whether 
the employes shall become insured in 
such vocational group; leaving it op- 
tional for any such separate or inde- 
pendent unit (bank) to withdraw from 
the group while the policy as to the 
remainder continues and not making 
the insurance—while the policy con- 
tinues—apply to all employes who 
have reached a certain term or period 
of employment whose continuance in 
the group can terminate only with the 
termination of his employment, and 
permitting by the heads of each sepa- 
rate and independent unit a selection 
of the employes who shall or shall not 
become members of the _ vocational 
group other than by one fixed and 
definite rule, and issuing the policy to 
a corporation (Wisconsin Bankers’ As- 
sociation) bearing no direct relation- 
ship and having no control over or 
obligations to the individuals who make 
up the vocational group, changes the 
entire original idea and purpose of 
group insurance and deprives it of 
every precautionary and _ restrictive 
safeguard unless every employe of 
every independent and separate unit 
(bank) be required to furnish a sepa- 
rate application and pass such a physi- 
cal examination as is made a standard 
for acceptance of individual applicants. 

A Deviation from Correct Use 

It would not be difficult to cite 
many deviations from correct banking 
methods, any one of which might for 
the moment not be considered a dang- 
erous innovation, but which, if followed 
with gradual lowering of the anchor 
chain of certainty, and the venture- 
some enlargement always sure to fol- 
low where greed or advantage subordi- 
nate wise forethought and judgment, 
invite evil practices and serious dang- 
ers. On the business of life insurance 
this proposed deviation from the pur- 
poses, intent and correct application 
of group insurance, would in my judg: 
ment, be followed by harm and injury 
to the business, and for the company 
following it to its logical conclusion 
invite a danger the Great Northern 
Life should not incur. 





As well issue a “group policy” to suggestion that your committee in the 


the Wisconsin (Retail Grocers’ Associa- 
tion, covering as a vocational group 
such of the employes of various grocers 
in Wisconsin willing to so insure such 
employes. 

‘Under such a plan the one employe 
of the small grocer receives a one-year 
renewable term contract which no com- 
pany can issue to this one employe 
without discriminating against every 
individual in that community, unless 
the company will offer to all individuals 
the privileges of such a form of policy 
(and should it do that it would either 
have to waive medical selection or 
raise the rate), then the group insur- 
ance plan or vocation group plan would 
become unnecessary. 

Followed to a logical conclusion there 
would be no reason why a group policy 
should not issue to the League of Wis- 
consin Municipalities to include in a 
group all municipal employes, and 
from that take another step to include 
the residents of municipalities or lay 
the Company open to the charge of 
discrimination between insurants. 

It is quite a strain to withstand the 
temptation of a million or two million 
of new additional insurance—especi- 
ally for the Great Northern Life, which 
while still a young and one of the 
smaller companies is required to af- 
ford the same certainty and security 
for every dollar of insurance it issues, 
that is required of the older and larger 
company, and consequently can do all 
the other company can do when com- 
plying with the same statutory require- 
ments and governed by the same con- 
servative management. 


Too Much of an Innovation 


When, therefore, I—with all my 
anxiety for new business—can _ with- 
stand such temptation, sincerely as I 
believe in the benefit of group insur- 
ance, it is because the proposition as 
presented to me by Mr. Bartlett in- 
vites too much of an innovation and 
demands the lowering of too many 
bars that now make for security and 
permanence and invites too much that 
may become of evil to the business of 
life insurance to permit any further 
consideration to the securing of this 
business on the proposed vocational 
plan. 

We should, of course, be glad to con- 
sider the insurance of any group of 
any one employer, but as there is only 
one employer (bank) having a suffi- 
cient number of employes to constitute 
a group affiliated with the Wisconsin 
Bankers Association, such considera- 
tion, in this case, may be out of ques- 
tion. 

Permit me, 


however, to offer the 
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Wanted—General Agents 


IN 


NEW ORLEANS and MONROE, LA. 
AND OTHER PLACES 


We want Men who have had experience in appointing and 
directing Agents, and who are good producers themselves. 
To such, we will give good contracts with long-term re- 


newals and bonus. 
Agencies. 


Must be able to finance their own 
You may write me in strict confidence. 


WILLIAM R. HELIE, Supt. of Agencies. 


Louisiana State Life 


Insurance Company 


SHREVEPORT, LA. 


CAPITAL $250,000.00 


W. T. CRAWFORD, President 


Operating—LOUISIANA, TEXAS and ARKANSAS 





consideration of the question of insur- 
ance of bank employes also investigate 
and consider the benefits and advan- 
tages of the bank deposit insurance 
plan, which was formulated and adop- 
ted to conform to the advertisements 
of 185 banks in this country inviting 
the opening of savings deposit ac- 
counts for the payment of life insur- 
ance premiums. ; 

The bank deposit insurance plan has 
been worked out by the Great North- 
ern Life and is now being introduced, 
and every new insurant under this plan 
becomes a savings depositor in the 
local bank. The plan offers special in- 
ducement to effect insurance at low 
cost because of the interest earnings 
on deposits, and it follows along the 
lines of the preachments of thrift so 
continually impressed by the banks on 
every occasion. It offers to each banx 
the opportunity of more business for 
the bank—there is no discrimination 
between life insurance companies, for 
each company may present such plan 
and bring new depositors to the bank. 
It will not only popularize life insur- 
ance, but each bank insuring its em- 
ployes under this plan and making the 
premium deposit for three years and 
then turning the deposit over to the 
employe, will. be practicing what it 
preaches, and give the best kind of 
co-operation by “helping the deserving 
employe to help himself,’ but it is do- 
ing so at less cost because of the new 
business it will bring to the bank and 
the excess interest earning on such 
deposits. This plan will not only keep 
money at home it will keep much of 
it right in the bank. If your commit- 
tee should be willing to consider the 
bank deposit insurance plan I shall be 
glad to appear before your committee 
and explain the plan fully—or furnish 
to any bank explanation with full de- 
tails—but as to this proposed voca- 
tional group I can only thank you for 
your kindness and courtesy and say 
that the Great Northern Life does not 
deem it advisable to compete for such 
business. 





LETTER ON CHANGE OF AGE 





Strong Tabulation of Policy Features 
Closing With Change of Age Pro- 
duced Good Results 





Albert B. Franklin, Jr., general agent 
for the New England Mutual Life at 
Springfield, Mass., has used with good 
results a change of age letter which 
introduces the subject only after mak- 
ing a tabulation of the strong points 
in connection with the insurance al- 


ready carried. Mr. Franklin’s letter 
follows: 
Dear Sir: Some of the reasons that 


justify your esteem of your New Eng- 
land Mutual policy are: 


1. It is a Good Investment: 
a. It is safe. 
b. It does not fluctuate. 
c. It pays good interest. 
d. It is not taxed. 
2. It Provides an Emergency Fund: 
a. To protect business and in- 
vestments. 
b. For illness, accidents, etc. 
3. It Promotes Success: 


a. It fosters thrift. 

b. It increases credit. 

c. It lengthens life by reducing 

worry. 

4. It Provides a Sinking Fund: 

a. To educate children. 

b. To grasp opportunity. 

c. To insure comfort in old age. 
5. It Protects Your Family. 


More insurance simply adds to these 
benefits. Your age will change........ 
For the next few days you will have 
the opportunity to apply for life insur- 
ance at a lower rate than will ever 
occur again. I propose to see you 
about it. 
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THE IDEAL AGENCY 


By H. E. ALDRICH 
Superintendent of Agents Equitable Life Insurance Co. of lowa 


Address delivered before convention of representatives of the Company. 








The Ideal Agency is as varied and 
uncertain in conception as the ideals of 
men. To one it may mean a large ag- 
gregation of agents producing yearly 
a considerable volume of business. To 
another it may portray an organization 
of young, enthusiastic men who have 
never represented another company but 
who have begun their insurance careers 
in that agency; who are all full-time 
agents and who are imbued with the 
spirit of loyalty to company, to gen- 
eral agent, and who feel a still deeper 
responsibility to the public. To still 
another, an ideal agency would be a 
small organization of men, all experts 
and capable of large personal produc- 
tion. A number of general agents or 
officials from different companies, if 
they were to outline an ideal agency, 
would no doubt have different ideas. 
Whatever your ideals may be you should 
constantly strive to realize them, pro- 
vided they harmonize with the general 
policy of the company you represent. 

Perhaps we will be able to agree on 
a few points. Can we not all agree 
that a general agency is, in a sense, a 
branch office of the parent company, 
and that it should reflect in general 
agent and agents. in office equipment 
and in all that is seen and heard by the 
public, the home office character. 

A Serious Business 

The establishing of a strong life in- 
surance company is the work of many 
years of painstaking and laborious ef- 
fort. .It requires the combined effort of 
men of sound judgment and unimpeach- 
able character. It requires many years 
of building; and before a company may 
be said to be firmly and surely on its 
feet—past the experimental stage—its 
first officers probably will have passed 
away and others of equally strong busi- 
ness ability will have taken their places. 

At this point a company comes to 
have certain so-called traditions, and its 
agency organization is bound to reflect 
the character of the home office to the 
public. I think we can all agree that a 
general agency if properly conducted, 
and properly fulfilling its functions right 
from its inception, will in time gain a 
prestige in a territory that will attract 
agents and greatly influence new busi- 
ness. 

Personal Qualifications 

The general agent of the ideal agency 
should be an optimist. He should be at 
peace with the world, a Pollyanna sort 
of a fellow, and able to obtain and hold 
the confidence and friendship of men. 
In other words he should be a good 
“mixer,” and with that quality should 


have such qualifications as will draw 
men to him. He should be ambitious 
and willing to invest all within his 
power in time and money in his busi- 
ness. The business of a general agency 
is in a way no different from that of a 
mercantile line. If the general agent 
would build larger and better to any 
considerable extent, long hours, close 
application and re-investing his profits 
will be necessary. When the general 
agent has made a competency then he 
will be able to go to his office at 9:30 
o’clock in the forenoon and leave at 
4:00 o’clock in the afternoon—but be- 
fore he reaches that point he will have 
worked overtime many days every 
month. 
Values Insurance Journals 

If I were conducting a_ general 
agency—my ideal agency—I would look 
well to the location of my office, seeing 
to it that my offices were in a good 
part of the city, and in a favorable lo- 
cation in an office building. I would 
take much pains to have the office, and 
by this I mean the whole office, attrac- 
tive and neat in appearance. I would 
supply it with a library of reference 
books and a file of State reports of 
several States and keep for the benefit 
of the agency force a number of insur- 
ance journals in binders where they 
could be best preserved and always 
kept at hand for ready reference. I 
would institute a system of filing. Or- 
dinary correspondence would be kept 
in an ordinary file, but I would file and 


‘index, as received, all letters from the 


home office, giving special instruction 
or information; all “Equiowas” in a 
binder because frequently one needs to 
refer to the agency paper for certain 
information not found elsewhere, which 
through this medium is handed to the 
agents monthly. Through this system I 
would avoid the humiliating experience 
of writing the home office for informa- 
tion already at hand but mislaid or 
destroyed, say nothing of the time 
(money), consumed in dictating a let- 
ter, the typewriting, and several days 
waiting for the information to come 
from the home office. Besides I would 
not want to risk becoming persona non 
grata with the officers of the company 
because of my neglect and carelessness. 
I would have a system of files and rec- 
ords for all important information per- 
tinent to the business of life insurance. 
Would Set Example 

I would expect until my business had 
grown to very considerable proportions, 
to practically daily do some soliciting 

(Continued on page 7) 
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EQUITABLE OF IOWA MEETING 


LIVE GATHERING 





AT DETROIT 





Company Officers and Field Men Com- 
bine to Make Greatest Meeting 
of Association 





(Special to The Eastern Underwriter) 

Detroit, Aug. 31.—The annual con- 
vention of the Agency Association of 
the Equitable Life of Iowa, which has 
been in gession at the Hotel Statler 
since Monday has proved to be the 
largest and most profitable ‘in the his- 
tory of the Association. Over 150 were 
present. The gathering really started 
Saturday when the home office officials 
and field supervisors met at the Stat- 
ler. Monday the general agents met 
and Tuesday, Wednesday and Thurs- 
day were taken up by the general 
meeting. 

Among the interesting and instruct- 
ive features of the meeting was an ad- 
dress on “The Ideal Agency” by H. E. 
Aldrich, superintendent of agents for 
the Company. (This address is repro- 
duced in full on another page.) 

Much interest was shown in the prize 
essay contest for the Cyrus Kirk Mem- 
orial Cup. The subject was, “The 
Three Most Essential Factors in Sound 
Life Insurance.” The winners were: 
First, J. R. Randall, Kalamazoo, Mich.; 
Second, Allan D. Wallis, general agent 
at Philadelphia; Third, Paul B. Ram- 
sell, agent, Detroit, Mich. 

Wallis Discusses Use of Literature 

In his address on “Efficiency of Lit- 
erature and its Adaptability to the Ag- 
ent and his Field,” Allan D. Wallis, 
general agent for the Company at Phila- 
delphia said that it was the injection 
of personality of the agent that made 
literature valuable. He uses a pencil 
to emphasize points to impress the pros- 
pect. He said that the only people who 
answer letters are those contemplating 
taking out life insurance. He declared 
that it was merely waste to scatter lit- 
erature about promiscuously. 

Prof. Scott Addresses Agents 

The convention was fortunate in hear- 
ing Professor Walter Dill Scott, who 
happened to be in the city and was 
invited to address the agents. Prof. 
Scott is connected with the Northwest- 
ern University at Chicago and is now 
engaged in the research work to as- 
certain the elements of salesmanship, 
at the Carnegie Institute. 

Prof. Scott said he wanted to talk 
to the men on the firing line in life 
insurance. He discussed the work of 
endeavor and divided it into four clas- 
ses. First, the college athlete who 
strives for honor; second the social 
worker who strives to advance social 
conditions; third, research scholar who 
seeks to advance through work; fourth, 
business man who seeks to build up a 
benk account. 

He said there were four channels to 
efficiency in salesmanship. First, stand- 
ardization; second, systematization; 
third, bodily effort, or peace of mind; 


fourth, co-operation. He declared that 
the salesman must have the right mot- 
ives and must find pleasure in his 
work. People formerly lived in fear 
ard could be won through that means, 
he said, but that is not true today. 
Now it is necessary to make men see 
things your way. 

Northern Assurance Gives Luncheon 

The Northern Assurance Company of 
Detroit gave a buffet luncheon at its 
heme office to nearly 200 Equitable 
agents and ladies Wednesday. Presi- 
dent Clarence L. Ayres of the Northern 
Assurance Co. presided and proved a 
charming entertainer and he was ably 
assisted by the Company’s staff. The 
affair was greatly enjoyed and showed 
a fine cordiality between competing 
companies. 

General Agents’ Meeting 

The arrangement for the meeting 
of the general agents was unique and 
proved very interesting and helpful. 
There was one general subject—How 
to Organize Agencies Successfully. 

Superintendent of Agents Aldrich 
tcld how he would ascertain whether 
or not an agency prospect has the dis- 
position and ability to devise new 
things when reason tells him the old 
way is ineffective and new things may 
be effective; or whether he is limited 
by nature or training, or both, to the 
doing of merely those things which he 
knows others have done. 

Supervisor Hatton explained how he 
would proceed to ascertain whether or 
not an agency prospect is really in- 
dustrious and dependable for a steady 
and continued effort. 

Supervisor Hadley explained how he 
would ascertain whether or not an 
agency prospect is really honest and 
reliable. 

Supervisor Lott explained how he 
would ascertain whether or not an 
agency prospect hag the ability to be- 
ccme well informed in life insurance. 

Practically all of the general agents 
present participated in some phase of 
the general discussion. 

Some of the Speakers 

Among others who delivered inter- 
esting addresses to the convention 
were: 

F. W. Hubbell, treasurer of the Com- 
pany, who spoke on “Disability Insur- 
ance”; 

N. A. Hawkins, sales manager of Ford 
Motor Company on “The Man in Sales- 


manship”; 
H. S. Nollen, vice-president, on “Co- 
eperation Between Home Office and 


Field.” 
“APPS” AS BIRTHDAY GREETING 
The $100,000 Club of the Illinois Life, 
o? Chicago, was in session in the East 
Room of the Hotel La Salle, yesterday, 
it being the birthday of R. W. Stevens, 
vice-president of the Company, when 
sheaves of envelopes were presented 
to the popular officer of the Company. 
The envelopes contained applications 
and were sent special delivery to “R. 
W.” as a birthday greeting from the 
field. 
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Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GKO. C. MARKHAM, President 
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WHY ASSESSMENT INSURANCE FAILS AND LEGAL 
RESERVE INSURANCE SUCCEEDS* 


Fraternals 


ee ee er 
Woodmen of the World ............... 
UII, 5. &. 60-014: 00 eld weaeineem 
I Ses vaca a4. 5a Sika Gideie'S 9 
Independent Order Foresters ......... 
MD 6 dibs bowie se abe Wadena 


NL) wa eadcinendiinenewannae 
Old Line Companies reporting to Con- 


$1,499,561,500 


Assets 
Admitted per $1,000 
Assets of Insurance 
$16,026,452 $10.69 
27,696,388 27.48 


Insurance 


1,007,932,400 


455,120,000 5,786,015 12.71 
373,243,322 14,359,564 38.47 
185,994,871 23,871,630 128.35 
152,997,600 5,060,771 33.08 
118,242,443 6,499,167 54.96 





$3,793,092,136 


$99,299,987 $26.18 


necticut Insurance Department ..... $19,053,479,354 $4,722,722,055 $247.87 





*From the Travelers Agents’ “Record.” 





NEED FOR PREPARATION 


Experience of G. T. Sibley Demon- 
strates Value of Advance Infor- 
mation on Prospect 





G. T. Sibley, of the Equitable Life As- 
surance Society, tells of an experience 
he had that demonstrates the need for 
advance information of the prospect. 

“The agent must be fully informed 
regarding his prospect,” said Mr. Sib- 
ley. “He should know the size of his 
family, and whether daughters are more 
numerous than sons; so as to be able to 
suggest and drive hard on the proper 
policy for the prospect to take. 

“He should also know his financial 
condition, and, if possible, how much 
insurance he already carries, in order 
to submit the proper amount at the out- 
set and not have to feel around for the 
prospect to furnish the information. 

“As to being prepared one’s self, I 
would say that my own forlorn first ex- 
perience is evidence enough. 

“I figured in entering the insurance 
business that my personal friends could 
put me off too easily, and took a trip 
to a place 100 miles away from home. 
I had a rate book, specimen policies, ap- 
plications and examination blanks. The 
very first man stumped me with all 
sorts of questions, about the Company, 
the business, and competitors. I could 
not answer because I was not prepared. 

“T found that insurance agents galore 
had worked that town, and had impart- 
ed a lot of insurance knowledge, about 
9 out of 10 men interviewed knowing 
more about insurance than I did. I 
spent four or five days there, and one 
party whom I think felt rather sorry 
for me gave me a small application. I 
returned home, wrote the Company that 
I was up against it, and what I needed 
was promptly sent me. I crammed 
knowledge for three weeks, went back 
to the same place, and in one day made 
one of the best records I have ever made 
by securing seven applications. 

“I was loaded with data on the sec- 
ond trip and went there determined to 
do business. 

“Preparedness is the thing. Know 
your business, and all about your pros- 
pects. Learn to close on the first in- 
terview when your best efforts can be 
exerted, then move on promptly to the 


_ next prospect.” 





LINCOLN LIFE MEETING 





Agency Convention Enjoyed. by En- 
thusiastic Gathering of Field Men 
at Fort Wayne 





The annual agency convention of the 
Lincoln National Life held at the 
kome office, Fort Wayne, Ind., this 
week was marked by a large and en- 
thusiastic gathering of the representa- 
tives of the Company. Arthur F. Hall, 
vice-president and general manager and 
M. E. Shreve, agency secretary of the 
Company contributed interesting talks 
to the agents and many of the field 
men also tcok part as well as the 
heads of all departments. The enter- 


tainment features included field sports, © 


and an automobile ride for the visitors. 


PLAN FOR A YOUNG MAN 





What He Can Do With $150—Provide 
Insurance and Establish Com- 
fortable Estate 





T. K. Scott, manager for the Illinois 
Life at Chicago, has prepared an inter- 
esting exhibit showing what a young 
man can do with about $150 and pro- 
vide himself with good life insurance 
protection. Mr. Scott explains it thus: 

Suppose a young man at the age of 
25 buys a $5,000 Illinois life policy on 
the twenty pay life survivorship invest- 
ment plan at an annual premium of 
$157.45. In twenty years he will pay 
to the Company $3,149 (20 x $157.45), 
and at the end of that period will have 
a total guaranteed cash surrender value 
of $3,293.40 (reserve $2,520 plus the 
guaranteed minimum share _ survivor- 
ship investment fund of $773.40). 

Out of this guaranteed cash he may 
buy $3,000 par value of good 5 per cent. 
bonds and at the same time take out 
$4,000 of insurance on the ordinary life 
premium reduction plan. The interest 
on the bond will more than pay the 
annual premiums on the policy at his 
then age of 45 ($157.56 first year and 
$122.11 second and subsequent years). 
Twenty years later, at the age of 65, 
he may surrender his life policy and 
receive in lieu thereof $2,950 paid-up 
insurance. He will then have accumu- 
lated the following estate: 


5 per cent. bonds (on which he 
will continue to draw $150 


interest annually) .......... $3,000.00 
Paid-up Insurance Policy .... 2,950.00 
WE Solis cones wadeewesinded $5,950.00 


All of which will have cost him: 
20 Payment Life Pol- 


Me teseeaadrecaens $3,149.00 

Less cash in hand af- 
ter buying bonds... 293.40 
$2,855.60 


Less’ difference  be- 
tween bond interest 
and premiums on 


ee ee $ 522.35 
DE MOON. Sic dcdaccscdedeuesad $2,333.25 
ES i hee ces acces canesuede $3,616.75 


He will have had $5,000 insurance 
protection from age 25 to 45 and $4,000 
of insurance protection .from 45 to 65, 
an average insurance over 40 years of 
$4,500, and still will have made $3,- 
616.75 on the deal. 

The above figures are all guarantees 
and do not take into account the esti- 
mated share of the survivorship invest- 
ment fund applicable to the first $5,000 
policy. Is it possible for a young man 
of 25 to make a more profitable con- 
tract or do better with his $157.45 per 
annum? 
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WHY 


Its record of 72 years. 

Its unexcelled contracts. 

Perfect ete between Home Office 
and Agency force. 

Prompt service to Agents and policy- 
holders, 

A corps of agents content, knowing that 
there is none better than theirs. 


GAINS 


In written business. 
In paid-for business. 


In amount of insurance in force. 
Material gains for the first six months 


of 1916 over the same period in any 
previous year. 


GENERAL AGENCY OPPORTUNITIES FOR ENERGETIC MEN 


STATE MUTUAL LIFE ASSURANCE COMPANY 
OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 BURTON H. WRIGHT, President 








Pensions for Individuals 
Pensions for Superannuated Em- 
ployees of Business Institutions 
Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 
ful, rapidly growing field 


The Pension 
Mutual Life Insurance Company 
PITTSBURGH, PA. 











Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








An old, well established, progressive life insurance company, with led 
dividend record has good opening at PHILADELPHIA, covering letete Pen 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 








The Connecticut Mutual Life Insurance Company, 
PRESIDENT JOHN M. TAYLOR, HARTFORD, CT. : 
Insurance in force, 100,411 Policies for . ae a ° . « $237,784,931.79 
: WHAT NO OTHER COMPANY HAS DONE 
To repay to its Policy-holders in Death Claims, Endowments, Dividends, Surrender 
Values, Annuities and other credits more than they have paid to it in premiums. 
It stands alone in that result. 


Total premiums received, Dec. 1, 1846, to Dec. 31, I915.........csseeseees 187. 
Total.returned to Policy-holders, as above noted, in same period......... yon 4 
BND SE BIG SOR vccccnscesccediiee 600 dctdescncsececcscdussescesvess 9,732¥172.93 
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FARM MORTGAGE BEHIND EVERY POLICY 
THIS IS OUR RECORD 
Our Policies are the best we can make. Both Participating and Non- 
Participating 
OUR MEN MAKE MONEY 
We can supply you with a general agency contract direct with the 
Company 


EMMET C. MAY, President 


0. B. WYSONG, Secretary HENRY LOUCKS, Supt. Agents 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 








SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 
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THE IDEAL AGENCY 


(Continued from page 5) 








for applications. Through this prac- 
tice I would expect to keep up to the 
minute in the problems of the solicitor, 
and the demands of the public as well, 
find good material for agents, and at the 
same time increase my bank account. 


Careful Selection of Agents 


In the selection of agents I would 
use great care. Realizing that an in- 
different, inefficient person costs more 
in time and money of the general agent 
than a good producer, and that my 
agency and my company would be 
judged largely by the quality of the 
men carrying rate books, I would al- 
ways ask myself, the question when 
searching for an agent, “Will this per- 
son fulfill the requirements of my ideal 
agency?” I would not appoint an agent 
who, unless he had considerable life in- 
surance experience, would be unwilling 
to take a great deal of instruction, and 
spend much time and study before at- 
tempting to solicit. Until I could af- 
ford an agency assistant or instructor 
I would instruct the agent daily myself 
and solicit with him from time to time 
until I had demonstrated him to be a 
success or a failure. If my best judg- 
ment told me an agent who had had 
much training and assistance would 
not succeed to a point of making a liv- 
ing from the business, I would so ad- 
vise him and ask him to resign. It 
would be up to me as general agent to 
inspire my men and to afford them a 
vision of the possibilities of the busi- 
ness for one who is willing to pay the 
price in close intelligent application. I 
would afford them the best service of 
which I were capable, and would insist 
on their using the various means of as- 
sistance afforded by the home office or 
by myself, such as prospect cards, 
weekly reports and service cards on old 
policyholders. I would not hesitate or- 
dinarily to take men from positions 
where they were receiving salaries of 
from $100 to $200 or more a month, be- 
cause I would feel confident if they did 
the best they could, with my aid and 
instruction, they would certainly better 
themselves as to income. Even though 
in a financial way my success had been 
quite limited, still I, knowing that thou- 
sands of others had outstripped me in 
the race, would not hesitate to urge men 
of ability to enter the business, who in 
my judgment would make successful 
life insurance salesmen. 


Wants Pep and Punch 


I would not bother with a man who 
does not have ambition and energy, or, 
in other words, lacked pep and punch. 
The average general agent is too anxi- 
ous to make agency contracts; either 
too reluctant, or unable, to properly 
train those newly contracted to a point 
where success in soliciting is made rea- 
sonably sure; too indifferent to the fail- 
ures of his solicitors; too willing to cre- 
ate agencies for only a small expected 
production; too blind to the fact that 
the life insurance business in the minds 
of the people is judged almost wholly by 
their observations of the poorly 
equipped, poorly trained men that beg 
them to buy, rather than sell them, life 
insurance. The fault is as often in the 
agent as in the general agent, and the 
agent is too frequently not amenable 
to instruction or advice. It is here the 
general agent should be firm and insist 
on instruction and preparation, or, no 
contract. I would not fear the strong 
personal producer in my agency. The 
more of such men the better; and the 
more inspiring and encouraging to oth- 
ers of the agency force. I would have 
my agents know that my company 
would have a place for them whenever 
by experience, financial ability and gen- 
eral qualifications they were prepared 
to take an independent agency. Since 
every agent appointed would require 


much of my time, and that of my sten- 
ographer; a guarantee on my part to 
the company of the prompt payment of 
nets and no losses; the use of office, 
telephone and light, I would exact a rea- 
sonable margin in commissions between 
my contract and his. 


Recommends Monday Meetings 


If a city general agency, I would 
have Monday morning agency meetings 
of an hour’s duration, and I would in- 
sist on all resident whole-time agents 
being prompt and regular in attend- 
ance. If a rural general agency, where 
a large number of my agents were in 
towns and villages miles from the gen- 
eral agency office, I would have occa- 
sional agency meetings, but would fre- 
quently call on them and often assist 
them as I traveled over my agency field. 


Reflecting Home Office Views 


In these meetings I would announce 
any new ruling from the home office 
applying to, or affecting, the agent and 
his business. I would do my best to 
have the agent get the home office view- 
point as to how certain matters should 
be handled, among which I may men- 
tion insurable interest, change of bene- 
ficiary, lost policies, delivery of policies, 
settlements for first year premiums, and 
rejection of overweights, etc. I would, 
of course, have some special sub- 
ject for discussion at every meeting. 
Through this system I would expect to 
have the agents up to the minute in 
knowledge of all important matters af- 
fecting the agent and his business. I 
would expect to eliminate practically 
all friction through the definite knowl- 
edge of the agent of his business—its 
wide scope as well as its limitations. 

As the general agent in charge of 
this ideal general’ agency, I would do 
my best to harmonize with the home 
office. I would visit the home office 
once a year at least and probably two 
or more times a year in order to keep 
thoroughly in touch with all that is 
going on and keep pace with modern 
methods and all that is new and up- 
to-date. Certainly I would accept the 
decisions of the executive officers and 
reflect those decisions cheerfully on my 
agency force. I would recognize the 
home office view point and would con- 
duct my business accordingly in har- 
mony with its rules and decisions. 


Clerks for Detail Work 


I would not expect to look after 
many details of a clerical nature. My 
cashier and other clerical help would 
attend to all matters of opening mail, 
of filing and of records, accounts, or- 
dering State reports, keeping in stock 
all needed supplies from home office, 
and as much as possible take care of 
correspondence, and settlements with 
agents, and furnish me monthly a com- 
plete statement of the financial condi- 
tion of the agency. 

No general agency can become large 
and important where there is not 


among agents a proper respect for the 
general agent. There must be rules 
of the general agency office. In other 
words there must be discipline and the 
general agent must be in control. He 
must be strong enough to efficiently 
manage an agency force, and quite 
able to do without the trouble maker 
and disorganizer, regardless of his 
ability as a producer. . 


No Company With All Good Points 


In the ideal agency every agent will 
recognize that primarily the company 
is out for business; that it wants all 
business possible that is acceptable un- 
der its rules; that no company can 
possess all the so-called good points 
in the business, as sometimes judged 
by the agent, such as low cost, liberal 
policy contracts, high commissions, the 
acceptance of substandard business at 
regular rates, loaning money on lost 
policies, and a hundred other things 
that would make the pathway of the 
agent one veritable rose garden. The 
agents in my ideal agency would work 
together in harmony, striving day by 
day to co-operate with each other, with 
the general agent, and his office force 
and with the company, realizing a re- 
sponsibility rests on each to do his 
part in assisting in building an agency 
organization that will reflect credit on 
all connected with it; and in the minds 
of the public create an impression of 
a strong, conservative, dependable in- 
surance company ably represented by 
self-respecting, high-minded, intelligent, 
energetic and enthusiastic, conscien- 
tious men. 


None may ever reach his ideal. Each 
should have a high ideal and strive 
earnestly to attain it. We cannot at- 
tain perfection, but we can profit by 
mistakes and not repeat them; we can 
do better to-day than we did yesterday. 
Our business is a serious one if for 
no other reason than that it consumes 
our time, of which there is so little 
allotted us. We must use it wisely. 
The ideal general agent cannot afford 
to waste it on men and things un- 
worthy. 





BIG RETURN ON LETTER 





Agency Manager Received 76 Applica- 
tions From 100 Selected Names 
on General Letter 





What is probably the record per- 
centage of return on a circular letter 
in the life insurance business was 
achieved by George Loesch, manager 
of the Metropolitan agency of the 
Manhattan Life of New York. Mr. 
Loesch sent out 100 personal letters in 
which he explained to the person ad- 
dressed that they were one out of the 
hundred and asking that on a certain 
day one application be sent in. The 
persons addressed were agents, brokers 
and a few others. At the end of the 
day named it was found that 76 ap- 
plications had been received. The list 
used was, of course, a specially se- 
lected one, but even taking this into 
consideration, the return was remark- 
ably high. 














Busy! 


Satisfied Home Office! 
Contributing causes: 


and Field. 


Busy! 
Great days, these, for life insurance. The public is buying with unprec- 


edented freedom. Our representatives are getting a most liberal share. 
Delivered business far ahead of last year to date. Prosperous Field!— 


Unexcelled policy contracts, enviable low cost, 
high reputation of Company, strong backing of Field by Home Office, 
excellent Field magazine, and fraternal relations between Home Office 
Occasionally we have a General Agency opportunity. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 








BUSY! 














THE 
First Mutual 


Chartered in America, 1835 


New England 
Mutual Life 


Insurance Co. 


BOSTON, MASSACHUSETTS 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 








FINANCIAL STATEMENT 


Assets, Jan. Il, 

2. See $74,274,980.68 
Liabilities ........ 69,154,791.00 
re $5,120,189.68 





The New England Mutual’s recognized 
position in the front rank of American 
companies is the result of seventy-two 
years of honorable, capable and equitable 
dealing. If you are a “front rank” man 
—you want to be identified with such an 
institution, 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 











USES LETTERS OF APPROVAL 

Wilson Williams, general agent at 
New Orleans for the New England Mu- 
tual Life, keeps up a family interest 
among his policyholders by keeping 
them in touch with the Company and 
his agency. This close contact has 
resulted in some exceptionally fine let- 
ters of approval of the Company and 
his general agency being written to 
Mr. Williams by policyholders in New 
Orleans. Mr. Williams has made good 
use of these by having more than fifty 
of them reproduced in a little pamph- 
let. It is a testimonial from the lead- 
ing citizens of New Orleans and is a 
most interesting and effective piece of 
advertising. 


Companies Take Up 
Double Indemnity 
(Continued from page 1) 
Kansas City Life, in a letter to The 
Eastern Underwriter on the use of the 
clause, says: 

“You will understand that this rider 
is not attached without due regard to 
the physical condition, uabits and oc- 
cupation of the applicant. The rider 
is not granted to persons who have 
suffered the loss of limbs ‘or any por- 
tion of limbs such ag the loss of a 
hand or foot or fingers. 

“The Company has not yet consid- 
ered it necessary to reinsure any por- 
tion of the liability arising from this 
rider. During the past six years that 
this Cumpany has issued disability in- 
surance it has been found that the 
extra premium collected has been more 
than sufficient to pay the claims aris- 
ing under the clause.” 


Policy Equalization Plan 
(Continued from page 2) 
ice. This depends in turn largely upon 
the care, fidelity and good judgment 
with which the business is managed. 
“Our aim is to give the John Han- 
cock policyholders the highest grade of 
service, meeting all obligations with 
promptness, performing cheerfully and 
readily every act which the convenient 
transaction of their business with us 
implies, and providing the largest bene- 
fits that are possible consistent with 
the solvency of the Company and with 
the welfare of those who are working 
for it.” 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 


= 














“A short time ago I was 

Competitor soliciting a friend for in- 

Wrote the surance,” says a life in- 

Other $4,000 surance man in recount- 

ing a personal experi- 
ence, “and, recurring to my rate book, 
singled out the price of a $1,000 policy, 
Twenty-Payment Life. I got right down 
to business, and closed the case without 
any trouble, just as I had planned it 
out. I collected on the application and 
proceeded to look up another prospect. 
Two days later I met the father of my 
applicant, informed him that I had 
written the son for $1,000, and he said: 
‘So 1 have been informed. The general 
agent of your company happened 
alound yesterday and wrote him up 
fer the other $4,000.’ 

“In answer to my look of utter sur- 
prise, he said: ‘Why, didn’t you know 
he was figuring on taking $5,000?’ 

“Well, maybe I didn’t get busy hunt- 
ing this young fellow up, and I asked 
him why he treated me that way. He 
said: ‘You didn’t talk anything but 
$1,000, and I gave you all you asked 
fcr, didn’t 1?’ So, for the benefit of 
some of you fellow agents who have 
contracted the $1,000 habit, let me ad- 
vise you to cut it out. Size up your 
prospect, what he wants and what he 
can pay for. I am going to aim high 


hereafter.” 
oe * ” 
How much insurance 
Write Them can your prospect car- 
for all They ry? That is a very 
Can Carry important point, and 


as The Prudential sug- 
gests, when you know that, you have 
a basis to work upon. 

You can find it out by a little tact 
apd observation, and when you know 
bow much he can carry, let that be the 
keynote of your tune. Do not pitch it 
in a lower key unless you have to. 

Always remember that the big policy 
costs no more trouble to write than 
the small policy. As a rule, the same 
amount of time and the same amount 
of persuasion are required in both 
cases. 

Therefore, fling timidity aside and 
talk at once up to the limit of the man’s 
insurance capacity. 

For, apart from your own interest 
in the matter, to leave the man only 
partially protected is to do him and 
his family an injustice. 

If he says he cannot take the full 
amount now, but wil take a part, and 
the remainder later on, see that you 
are on the spot when he is ready for 
additional insurance. 

Let that rule apply to all your policy- 
holders. 

Keep track of every increase in their 
means. Men’s fortunes do not stand 
st:ll, neither should their insurance. 

As they get financially bigger, they 
will require bigger suits—of insurance 
armor—and you, as an outfitter, should 
aitend to this. 

e ° * 


William C. Walker, of 


He Avoids Atlantic City, represent- 
Discussing ing the Fidelity Mutual 
Rates Life, avoids talking rates 


to his prospects. In dis- 
cussing this subject he says: 

“I would not talk two minutes to @ 
raan who said to me, ‘I want to com- 
pare your rates with those of another 
company.’ It is a waste of time. Many 
a time we have educated a man up to 
life insurance and all the time he has 
it in his mind to give it to some per- 
At one time I was a 
regular actuary. Now I do not know 
anything about the rates of other com- 
panies. I am a friend of all, and trear 
all alike. I say the other company is 
fire, their general agent or manager is 
a fine fellow. I put it right up to the 
prospect—he can either give that fel- 
low the business or give it to me. 


“T recently had a case of two bro- 
thers, personal friends of mine. Last 
week they said to me, ‘Bill, how do 
your rates compare with other compa- 
nies?’ I said, ‘You want some insur- 
ance, do you not?’ 

iii *Yes.’ 

“Well, I am going to sell it to you.’ 
I went to the office and got a ‘Handy 
Guide,’ with the names of all compa- 
nies and agents doing business in At- 
lantie City. I said, ‘Here you are, now 
you know them all; give your insur- 
ance to whomever you want. I know 
you will give it to the person you like 
best.’ This I would not do in one case 
out of twenty-five. But with these fel- 
lows, I knew it was best. I did not 
lcse the business, I will tell you that. 
When the prospect gives his business 
to the other fellow, I am ready to ad- 
mit that the other fellow has a better 
personality than I have.” 

7 * * 


“How much must I know 


How Much about life insurance be- 
Must He fore I can sell a policy?” 
Know? This question was asked 


by a young agent, who, 
after a couple of weeks’ study of his 
rate book, had concluded that there 
was a heap yet to learn. The young 
man who made the inquiry had a con- 
scientious fear lest he might give some 
prospect the wrong data. He was an- 
swered as follows: 

“It is necessary for you to know 
three things: 

“First, that if your prospect has a 
policy in force with The Prudential and 
he should die his beneficiaries will get 
the money immediately. 

“Second, that if your prospect has no 
policy in force and should die his bene- 
ficiaries would get nothing. 

“Third, that no one knows whether 
he will be able to get life insurance 
until he applies for it, and no one 
knows just when he will die. 

“Those are the three fundamental 
things you ought to know, and when 
your mind is thoroughly imbued with 
these truths you won’t permit your 
prospect to leave his loved ones un- 
protected for a single day, not for a 
single minute if you can help it. 

“Pursue this text from day to day 
with earnestness. It will bring you 
into contact with other questions that 
will constantly broaden and deepen 
your knowledge of life insurance. Look 
out, however, for one thing: never let 
your knowledge of details become so 
great as to obscure your clear vision 
of the three fundamental facts enumer- 
ated. The question, ‘Is John Jones 
protected by life insurance?’ will al- 
ways be of vastly greater importance 
than the question, ‘What form of life 
insurance does John Jones carry?’ 

“Be assured, too, that wherever people 
‘live and move and have their being’ 
the number of men and women unin- 
sured is practically inexhaustible. Get 
that firmly fixed in your mind.”—-The 
“Prudential Record.” 





THE CONSOLIDATED 
INVESTMENT COMPANY 


909-910 Finance Building, Philadelphia, Pa. 
WILL BUY Stock of any going In- 


surance Company. 


WILL BUY and pay more for De- 
ferred Dividend Policies within 
five years of maturity than the 
Companies will. 

And at times has For Sale at Attractive 
Prices Securities suitable for 

Insurance Companies 





A Prudential man tells of 

How He an experience which car- 

Lost a ries a striking lesson to 
Good Case the soliciting agent. He 
says: 

“TI started bravely for Mr. Blank’s of- 
fice. The nearer I got, the faster my 
nerve left me. When I got there I was 
suffering from stage fright and told the 
young lady that if it was not conveni- 
ent for Mr. Blank to see me right away, 
I could wait. 

“A business-like individual came in 
and said he wanted to see Mr. Blank 
just as quickly as possible. I indicated 
my willingness to give way and he went 
into the private office. 

“In about ten minutes I heard the 
telephone operator calling a doctor, and 
while I still waited, the doctor came. 
In another ten minutes the doctor and 
stranger were bidding good-by to my 
prospect. 

“It was now my turn to talk with Mr. 
Blank, and all I got out of the conver- 
sation was that he had just applied 
and been examined for a $10,000 Whole 
Life Policy; he had no special reason 
for patronizing the other company and 
said he would have given me the appli- 
cation if I had been first on the ground. 

“When I got back to my office I 
looked up the rate of the company that 
secured the business and found that it 
was an even dollar higher than my rate. 

“Analyzing the situation, I discovered 
that I was an insurance agent; my com- 
petitor was an insurance salesman. It 
cost me a hundred dollars to learn the 
difference, but the lesson was worth 
the price. The moral is: Do not be 
afraid of the big ones.” 





FOUNDED 1865 





Unexcelled In 
Favorable Mortality 
AND 
Economy of Management 


The 
Provident Life 


and Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 


and still further reduced by 
Annual Dividends 








The 


Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 




































The “Home Life”’ 


The fifty-sixth annual state- 
ment of the Home Life 
Insurance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased _ to 
$32,029,439.71 after paying to 
policy-holders $3,447,381 in- 
cluding dividends of 


$602,721 


The insurance in force was i 
increased by $4,766,740 and | 


is now 


$125,660,173 





For Agency apply to 


GEORGE W. MURRAY, 


Supt. of Agts. 
256 Broadway, New York, N. Y¥. 
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Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 

















Goop work is recognized by this 

Company. Men with their 
future before them should listen. If 
you wish a place where you can 
grow, where the Home Office knows 
first hand what you are doing and 
what your ambition is, if this hits 
you, think it over—then act. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


Ww. C. BALDWIN ; 
President 





HOWARD S. SUTPHEN 
Vice-President & Manager of Agencies 








W.D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 


of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 
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REASON FOR TERM INSURANCE 





Why it is Poor Business for the Agent 
—Only Good for Temporary 
Protection 





A large proportion of the term insur- 
ance policies in force in all com- 
penies are placed there because the 
agent follows the line of least resist- 
ance by selling his lowest priced con- 
tract. It requires but little more effort 
to sell ordinary life, they maintain, but 
usually the agent is too well satisfied 
to write any kind of policy, to offer any 
but the cheapest, is the charge against 
this business made by the Life Insur- 
auce Field Men’s Club of Chicago. 

Having secured the term risk he then 
consoles himself that there will be a 
good chance to convert the policy to 
some other form in the future, thereby 
v.aking additional commission. If suc- 
cessful in accomplishing his object he 
will have secured compensation equal 
to, or a little more than if he had writ- 
ten a life policy in the first place, but 
by the time this is accomplished the 
agent has put in enough work to have 
procured twice, or three times, the 
amount of insurance. He is also tak- 
ing the chance that some other agent 
will get to make the conversion, not 
only depriving him of the commission 
tut also of the renewal. 


Cannot Build Up a Clientele 

Term insurance is poor. business 
from the agent’s standpoint, and as a 
general rule is a poorer proposition 
from the policyholdér’s standpoint. For 
tte agent it is poor business on ac- 
count of the low premium, low commis- 
sion, low renewal, liability to lapse and 
the prospect of it being twisted. It is 
hard to build up a clientele on term in- 
surance and you cannot make the poli- 
cyholder appreciate the low premium 
he has paid in the past and when the 
pelicy is converted the man is usually 
secre at having to pay so much more 
tuan he could originally have secured 
the life policy for. 

The greatest asset of the agent is 
the satisfied policyholder, and entire 
satisfaction cannot be given with term 
insurance. From the standpoint of the 
policyholder, the term policy is a poor 
proposition for the reason that he is 
rot getting any asset value in his pol- 
icy; thereby providing for a contin- 
gency that may arise, he is simply post- 
p:ning the day when he will have to 
pay a very high rate, if he lives, and 
he may have to lapse the policy at the 
time it is most needed on account of 
inability to pay the high premium. A 
case in point is where the holder of a 
renewable term policy was forced to 
pay $198 per thousand for renewal. 

‘From the standpoint of the company 
the term policy is not a good proposi- 
t‘on, for not only is the reserve very 
small but the lowness of the premium 
mekes the selection against the com- 
pany on account of the liability to 
lapse. A large lapse rate means a 
heavy mortality. 

The primary object of term insurance 
is to give temporary protection cover- 
ing a special indebtedness, such as 
building a home, etc., or to protect the 
family until such time as permanent in- 
surance can be carried. ; 

It is only for these reasons that term 
insurance should be written, and after 
it is written the agent should make a 
special point of converting the policy 
at the earliest possible moment. Im- 
press on the policyholder the import- 
ance of building up an available asset 
as against an increasing liability. 

The advantage of having a decreas- 
ing premium (annual dividend) policy 
with an increasing asset is easily 
shown and the best method of showing 
this is to make out a detailed state- 
ment showing the net premium, cash 
value, paid up and extended insurance 
values. 

Should only temporary protection be 
desired, the largest amount of protec- 
tion for the least cost can better be 
secured by taking the life policy and 
taking advantage of the extended insur- 
ance feature. 


AFTER 60 YEARS OF AGE 





Majority Who Are Now Thirty Will 
Still Be Living—Few Plan Ahead 
for Protection 





It is the practise of Buropean busi- 
ness men to save in order to enjoy old 
age, points out the Travelers’ “Rec- 
ord.” The American business man ex- 
pecting to continue in harness rarely 
builds up his savings by any system- 
atic method. The consequence is that 
a large majority of American business 
men dependant on their salaries and 
earning power attain the age of sixty- 
five, and the decline or possible cessa- 
tion of their earning power, unpre- 
pared for the results. 

There are many men who save, but 
it takes a great deal of saving to yield 
a reasonable income and a proportion 
of savings is often lost in the attempt 
to increase them. 

Contrary to general opinion the maj- 
ority of men living at age thirty attain 
the age of sixty-five and have many 
years of life before them in which to 
enjoy an income. The great value of 
scme form of annuity or income in- 
surance maturing at age sixty to sixty- 
five is shown by the following table: 


OF 1,00 AGED 30 YEARS 


Men Women 

655 707 ~_—srwiill live to be 60 years old 
546 606 “ “ “ 65 “ “ 
421 482 “ “ “ 70 “ “ 
289 342 “ “ oe 75 “ “a 
163 205 “es “ o 80 “ “ 
69 92 “e “ “ 85 “ cia 
20 29 “e “ itd 90 “e i 


The annuity policy is primarily for 
those who have no dependents, or who 
have no dependents except a wife, in 
which case a joint annuity will yield a 
large and comfortable income. 

But for a man with a family the ques- 
tion of income for himself is bound up 
with the question of insurance for wife 
and children. To meet the situation 
Travelers suggests its Insurance Annu- 
ity-65 contract or a Pension Insurance- 
65 contract perfects this combination 
in a thoroughly balanced manner and 
at a low cost, guaranteeing insurance 
and an investment, and at age sixty- 
five an income for life. 





QUESTION BOX 


Will you kindly quote a rate for a 
survivorship annuity which will pay 
$25 a month on the death of the insur- 
ed, who is 46 years old, to his daughter 
10 years old? 

With the age of the beneficiary so 
ycung, it is a better plan in a case of 
this kind to issue the Continuous 
Monthly Income policy rather than the 
Reversionary Annuity, and reference to 
this is made on page 144 of the income 
manual. 

On the Ordinary Life plan a Continu- 
ous Monthly Income providing $25 a 
month, 10 years certain, at these ages 
bears a premium of $206.63. But here 
again it is well to call attention to the 
fact that the same policy can be issued 
on the 20-years certain plan at a rate 
of only $226.80. In other words, for 
only $20 more, which will grow less 
according to the dividend schedule, the 
insured can have a contract with double 
the minimum return and very much 
larger values.—Phoenix Mutual “Field.” 





Live OPPORTUNITIES are OPEN 
for AGENTS who CAN DELIVER 


Men capable not only of writing 
applications but of collecting the 
premiums, are always welcome to 
our forces and can be advanta- 
geously placed. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison St., Chicago, Ill. 











THE 
METROPOLITAN LIFE 


| Insurance Company 
(Incorporated by the State of New York) 

Of the People 

The Company By the People 

For the People 


The Daily Average of the Company's 
Business during 1915 was: 

















639 per day in Number of Claims Paid. 
9,175 per day in Number of Policies 
Issued and Revived. 


$1,056,438 per day in New Insurance 
Issued, Increased and Revived. 








$326,616.59 per day in Payments to 
Policyholders and Addition to Re- 
serve. 





$146,602.49 per day in Increase of 
Assets 


Metropolitan Life Insurance Company 
Home Office Building 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1915; 






focste Prreerrreerreeeee eee eee $ ~ y 
fabiliti’ns ....cccccccccccccccccccceccsccccccccnccccecccece 10,818,731.99 

Capital and Surplus.......cccccccecsssescsccececsesevesces 1,811,125.66 
Insurance im Force......cccccsscscsesseeees eeesscesesccccssccceseecees 104,822,701.00 
Payments to Policyholders since Organization................+++. 16,811,250.99 
Is Paying its Policyholders OVeL........s000-sescecceesseccecssesees $ 1,350,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 








DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 
WILLIAM N. COMPTON 


General Agent 
Metropolitan District 
St. Paul Bidg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 







INSURANCE COM 
OF BOSTON MASSACHUSETTS 








Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 
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Hadley, Vice-President; W. L. Hadley, 
Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 


Subscription Price $3.00 a year. Single 
copies, 15 cents. 

Entered as second-class matter Jan- 
uary, 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 





MILLIONS OF LIFE INSURANCE 


Our friends skilled in mental science 
have pretty thoroughly demonstrated 
that the human mind is incapable of 
comprehending numbers or amounts 
beyond certain limits. One person can 
ccmprehend more than another, but 
there is a point beyond which none of 
us can go. For instance, it is conceded 
that we cannot grasp the meaning of 
the number of soldiers engaged in the 
Great War; or the number on any given 
front; or the number of killed; or the 
amount of amunition fired in a given 
time, as an hour. 


Likewise when we learn in connec- 
tion “with the convention of Agents’ 
Clubs of the Equitable Life Assurance 
Society, now meeting in this city, that 
' there are 600 agents participating, not 
one of whom wrote less than $100,000 
of life insurance last year; that 51 of 
them wrote $250,000 each; that 10 
wrote $500,000; that 5 wrote $750,000; 
that 5 others wrote $1,000,000 or more, 
each—this does not “get to us.” We 
try to understand by making compari- 
sons with some other amount or some 
other company, but it’s all futile. 

Let us try the comparison method, 
perhaps then we can see a little more 
clearly. There came to this office in 
the mail the other day a four-page 
folder, the agents’ bulletin of one of 
the small Middle West.life companies. 
It was printed in two flaming futurist 
colors. It glared out through all the 
other mail and one knew instinctively 
that it bore a great and impressive 
message. And it did. In type of amaz- 
ing size it heralded: The GREATEST 
EVENT in the HISTORY OF LIFE 
INSURANCE has happened! The 
BLANK Life. Insurance Company has 
written One Million of life insurance!” 
Those were really the words. Of 
course, it may be the greatest event 
in the history of life insurance for 
the company in question to write one 
million of life insurance. But the man 
who wrote those lines would probably 
have been dumbfounded had he stopped 
to consider that there are several com- 
panies that write a million every few 
hours! The spirit of the small com- 
pany man ‘was right. He had the 
right “pep.” He saw his company 


achievement as the greatest thing in 
life insurance. Also he illustrates what 
we are driving at. The visiting agents 
of the Equitable Life Assurance Society 
represent so much new annual life in- 
surance business that we cannot grasp 
its significance. 





THE TROUBLE WITH THE “BU- 
REAUS” 

An officer of one of the leading casu- 
alty companies interested in the situa- 
tion that has developed in the Plate 
Glass Insurance Exchange, gave it a3 
his opinion after the meeting on Mon- 
day, that the trouble with the Exchange 
and with all similar “Bureaus” in the 
casualty business, was that the activi- 
ties of those bodies had too little at- 
tention from the executives of the 
companies. He pointed out that the 
men who represented the companies in 
those organizations were usually de- 
partment heads, whose chief interest 
was to increase the premium income. 
With this as the first consideration it 
is not surprising that there are occa- 
sionally, if not frequently, some hair- 
splitting interpretations of the rules 
and regulations of the organizations. 

An executive with a large outlook on 
the business and perhaps riper experi- 
ence, is apt to be influenced by many 
considerations in addition to the de- 
sire for a large and ever increasing 
premium income. He recognizes that 
there are obligations which no amount 
of business would pay him to ignore; 
that co-operation among the casualty 
companies is a pressing necessity and 
is daily becoming more so. There are 
lines of the casualty business that are 
rapidly developing most unfortunate 
tendencies. One or two classes of 
business are practically disappearing 
from the books of all but the very 
largest companies. These are condi- 
tions that require co-operation. They 
urgently need executive attention, the 
attention of the best brains in the busi- 
ness. If the trouble with the bureaus 
—the co-operating mediums of the com- 
panies—is that they are too much 
in the control of the business-getting 
department, it can, and should be, 
remedied. 





TEXAS COMMISSIONER SHOT 





Banking and Insurance Commissioner 
John S. Patterson Fatally Wound- 
ed While Examining Bank 





(Special to The Eastern Underwriter) 

Dallas, Texas, Aug. 29.—Banking and 
Insurance Commissioner John S. Pat- 
terson was probably fatally shot last 
night while examining the Farmers and 
Merchants State Bank, at Teague. Com- 
missioner Patterson was taken immedi- 
ately by special train to Waco at 3 
o’clock this morning. His condition is 
pronounced as critical. 





Benjamin V. Hendrickson, Jr., special 
agent for New York State of the Lon- 
don & Lancashire, was married last 
week to Miss Sarah Craig of New York 
City, and is now on a honeymoon 
through upper New York State. 

ok * ” 

F. H. Cluff, an adjuster for fire com- 
panies with offices at 95 William St., 
returned on Monday from South Amer- 
ica where he had been occupied for 
scme months in adjusting a loss. 














The Human Side of Insurance 





GEORGE G. WETZEL 





George G. Wetzel, resident manager 
in New York of the liability depart- 
ment of the Massachusetts Bonding & 
Insurance Co., started his career as a 
country school teacher in Central Penn- 
sylvania. Later he took up a business 
ccurse and, in 1892, became the only 
stenographer in the Buffalo office of 
the Travelers, which then handled all 
the business of the Company for the 
entire New York State territory outside 
New York proper. When E. W. De 
Leon left the Buffalo office of the Trav- 
elers to take charge of the liability 
department of the New York office of 
the Company in 1894, he brought Mr. 
Wetzel with him as bookkeeper of the 
department. ‘When Mr. De Leon left 
the Travelers in 1898 to become resi- 
cent manager of the New York office 
of the Maryland Casualty, Mr. Wetzel 
went again with him as cashier of the 
New York office of the Company. After 
being with the Maryland for four years, 
he; parted company with Mr. De Leon 
and went with the Aetna as counter- 
man in the New York office when the 
Aetna opened its liability department 
here in 1902. After six years, he left 
the Aetna to become manager of the 
liability department of the Empire 
State Surety and when that Company 
went out of business in 1910 he went 
with the United States head office of 
the Ocean in the underwriting depart- 
ment, leaving there after one year to 
assume the position which he now holds. 
Under W. H. Conroy, manager of the 
New York office of the Massachusetts 
Bonding, Mr. Wetzel has been instru- 
mental in the growth of the volume of 
the business of the New York office of 
the Company from a relatively small 
amount in 1910 to a premium income 
of over $1,000,000 in 1915. 

*” + * 


George Loesch, manager of the Met- 
ropolitan Agency in New York City, for 
the Manhattan Life, demonstrated re- 
cently that a life insurance man 
doesn’t: have to go far afield to get 
prospects. When the Manhattan Life 
brought out a new policy form recently, 
Mr. Loesch, whose office is in the Man- 
hattan Life Building, walked into 
President Thomas F. Lovejoy’s office 
and wrote him for a nice fat policy. 
He continued down through the official 
staff and when asked if they were 
“hard” cases, he reported that they 
were all “hungry” for it. 

* + 2 


Edward A. Duffield, vice-president and 
general solicitor of The Prudential In- 
surance Co., announced his engagement 
this week to Miss Barbara Freeman of 
South Orange, N. J. where Mr. Duffield 
aiso resides. Mr. Duffield’s first wife 
died about two years ago. 





C. P. Whipple, a prominent New York 
Life representative and a member of 
the $200,000 Club of long standing, 
went, twenty years ago, to Oxford, N. 
Y., where he insured ten young men 
all in one day. Each was employed as 
a clerk in the village or on a farm 
nearby. That evening he invited them 
all to supper at the local hotel and at 
the close of the affair, Mr. Whipple said 
he wanted them all to get together again 
at the same hotel twenty years later, to 
celebrate the close of the premium pay- 
ing period. They had all taken 20-pay- 
ment life policies. 


On the evening of August 17 all but 
one of the ten kept the appointment 
with Mr. Whipple. That one had died 
in the fourteenth year of his policy. 
During the years each had prospered. 
Warren B. Smith, agency director for 
the New York Life at Binghamton, N. 
Y., writes an account of this remark- 
able supper which he attended as a 
guest. He says: 


“It is interesting to see how these men 
have developed; one is now the lead- 
ing dentist in his city, another is a 
wholesale grocer, another the propri- 
etor of the best jewelry store in his 
town, another a prominent printer in 
Syracuse. Each one has been success- 
ful in the business which he finally, se- 
lected as his life work, and without ex- 
ception each man came to the hotel 
in his own automobile. After the sup- 
per one of the men said that he wished 
there was some possible way of put- 
ting before young men the experience 
that had been theirs. In each case the 
life insurance had helped them to save 
money, and in each case it had im- 
pressed the man with a little larger 
conception of his life. Each of them 
has taken additional insurance from 
time to time, and I never saw a more 
enthusiastic group of converts to life 
insurance and to the New York Life. 
It seems to me so unusual that a life 
insurance ,representative should write 
ten men in a single day, that he should 
make an engagement for twenty years 
ahead, and that the men should keep up 
their policies and all but one of them 
live to keep the appointment, that I 
think the information is most worthy 
to pass along.” 

e a * 


R. L. Jones, general agent for the 
State Mutual Life of Worcester, was 
looking very happy on Wednesday on 
his way back from lunch when the 
editor of The Eastern Underwriter 
bumped into him on William Street. 
He explained his happy frame of mind 
in the fact that he expects to have a 
million dollar agency by December 31, 
1916. To date he has over $600,000 of 
paid for business, and has had only 
one policy of $5,000 not taken this 
year. There never was a question 
about R. L. making good in his general 
agency with the State Mutual, it was 
rather how much would he make good. 
It is a safe bet that the sign “A Million 
Dollar Agency” will adorn his 80 
Maiden Lane office door ‘before Janu- 
ary 1, 1987. 


*- * # 


H. E. Aldrich, superintendent of 
agents for the Equitable Life of Iowa, 
started with that Company twenty years 
ago as a soliciting agent. He rose 
through his demonstrated success in 
the field and his natural executive abil- 
ity, to his present position and he has 
also been elected to the board of 
trustees. 

s o a 


Cecil F. Shalcross, manager at the 
United States head office of the Eastern 
Department of the Royal Insurance 
Company, Ltd., is summering at Rich- 
field, Conn. He is expected to return 
to his office September 5. 
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PUT CURB ON RATE CUTTING 


MIDDLE DEPARTMENT ACTION 








Close Facilities of Outside Companies 
By Stopping Reinsurance With 
Members 





The Underwriters’ Association of the 
Middle Department has taken steps to 
check the activities of outside com- 
panies in cutting rates in its territory. 
This will be done by cutting off the 
reinsurance facilities of these compan- 
ies. From the amount of some of the 
lines going to the outside companies it 
is evident that reinsurance is required 
and some of this has been traced to 
Middle Department companies. 

Will Take Drastic Action 

The executive committee decided at 
the last meeting to take drastic action 
in all cases of violation of the rules of 
the Association. The attention of all 
members has been called to the rules 
against accepting reinsurance not in 
accordance with the forms and regula- 
ticns of the Association. 

Letter to Members 

Following is the letter sent to all 
members: 

“We respectfully invite attention of 
companies ana members to section 16 
of the by-laws of the Underwriters’ 
Association of the Middle Department 
which reads: 

“‘It shall be the duty of all members 
to observe all rates, rules and regula- 
tions of this Association, regardless of 
the source from which the business is 
received or accepted.’ 

“A few companies that have not be- 
come members of the Association are 
soliciting business throughout the field 
at rates materially lower than those 
required by our tariff, and from the 
amounts quoted in the original covers, 
we have reason to believe that more 
or less reinsurance is required and 
sought. 

“The acceptance of reinsurance by 
a company holding membership in the 
Underwriters’ Association of the Mid- 
dle Department for a company that is 
not a member and at less than Asso- 
ciation tariffs, or under a form in con- 
flict with our rules, is in violation of 
section 16 of the by-laws. Our execu- 
tive committee at their last meeting 
decided that offenses of this nature 
will be considered and disposed of in 
accordance with article ‘VII of the con- 
stitution.” 

List of Members 
Aachen & Munich 
Aetna 
Agricultural 
Albany 
(Continued on page 16) 


Fire Insurance Department 





BIG MERGER ARRANGED 





Dutchess, Nassau, Williamsburgh City 
and United States Fire Combine 
—Meeting Here Sept. 27 





Poughkeepsie, Aug. 30. (Special)— 
All obstacles have now been removed 
for the ‘merger of the Dutchess Fire, 
Nassau Fire, the Williamsburgh City 
Fire and the United States Fire into 
one big corporation, to be known as the 
United States Fire Insurance Company, 
cap talized at $1,400,000. 

At a special meeting of the directors 
of the Williamsburgh City Fire it was 
voted to merge these companies into 
one institution able to compete on a 
favorable basis with the larger com- 
panies. The stockholders will be called 
together on September 27 to ratify the 
action of the directors, the meeting to 
be held in the New York City office at 
two o’clock on that date. . 

Quite a spirited fight occurred in 
Poughkeepsie a few days ago in con- 
nection with the consolidation of the 
UDutchess Fire and the Nassau Fire. 
Immediately this was brought about the 
consolidated companies were merged 
with the Williamsburgh City. 

The new proposition will no doubt 
go through satisfactorily. 





STAMP TAX ELIMINATED 





Senate Finance Committee Strikes Out 
Drastic Provision From Revenue 
Bill 





The stamp tax feature has been elim- 
ipated from the Revenue Bill by the 
Senate Finance Committee. This was 
the particular feature of the bill that 
the insurance companies other than life, 
were fighting against. 

No action has been taken on other 
portions of the bill that are opposed by 
the companies. The tax on dividends 
cn the stock of other corporations, 
which must be figured in net income is 
one of the features that the companies 
hope to have eliminated. The tax of 
50 cents per each $1,000 of capital, sur- 
plus, undivided profits, etc., which ap- 
plies to all corporations, allowing only 
an exemption of $99,000 and corpora- 
tions not conducted for profit, is also 
being strongly opposed. This tax dis- 
criminates in favor of foreign corpora- 
tions. 


HARRISON LAW WITH GAUVIN 

Harrison Law, who recently resigned 
as secretary of the Fire Brokers’ Asso- 
ciation of New York, effective Sep- 
tember ist, will go with The Gauvin 
Agency, Inc. today in a managerial ca- 
pacity. 








NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$515,049.38 
138,148.22 
275,000.00 
78,171.37 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


$172,302.60 
27,678.96 
100,000.00 
42,986.21 


Surplus 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED ;MANAGEMENT 














FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital ° - 
Assets ° ° . 
Liabilities (Except Capital) 
Surplus to Policyholders - 


Statement January 1, 1916 


. - $1,000,000.00 
- 2,377,857.39 

: - 467,413.45 
° 1,910,443.94 








AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE /ETNA ACCIDENT AND LIABILITY CO. 























FEDERAL UNION APPOINTMENT 


Selects Bergen Tallman as Its Repre- 
; sentative in the Suburban New 
. York Territory 








The Federal Union Fire Insurance 
Cempany of Chicago has appointed Ber- 
gen Tallman its agent in the suburban 
New York territory. 

Mr. Tallman also represents the Ariz- 
ona Fire and the Capitol of Concord 
in this territory. Mr. Tallman has a 
very good record for his companies 
ard has a splendid reputation among 
the brokers and suburban agents. 





BANKERS FROWN ON BROKER- 
AGE 

The managers of the large Canadian 

banks have decided that the proposi- 

tion of banks acting as general insur- 


ance agents and brokers was not in 
keeping with the best standards of the 
business; would be injurious in its 
effects and accordingly they have taken 
action that will result in eliminating 
insurance brokerage as a field for 
banking activity. 





TO COVER EXTRA HAZARD 


Companies writing marine insurance 
have decided to assume the risk incur- 
red during the naval training mano- 
evvers for all damages to power boats, 
the -week of September 5. During the 
instruction in harbor defense, mine lay- 
ing, etc., the boats of the mosquito 
fleet will be forced to run with screen- 
ed lights and in other ways break the 
rules of insurance policies. When this 
was brought to the attention of the 
marine companies they decided to as- 
sume the added risk for patriotic 
reasons. 





[i 
1 
at 


\ teghdinie 








The William H. Kenzel Co. 


23 Liberty St. 


Imperial Assurance Co. Equitable Fire & Marine 
of New York 


Commerce Ins. Co. Granite State Fire Ins.Co. 
of Albany, N. Y. 


Columbian Nat. Fire 
Ins. 
of Detroit, Mich. 


Franklin Fire Insurance Co. 


New York 


REPRESENTING 


of Providence, R. I. 


of Portsmouth, N. H. 
Pittsburgh Fire 


Co. Ins. Co. 
of Pittsburgh, Pa. 


of Philadelphia, Pa. 
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PENN. AGENT REGISTERS KICK 


CRITICISES MIDDLE DEPARTMENT 








M. G. Mohler of Mechanicsburg, Ex- 
plains Difficulties He Has Had 
With Association 





The efforts of the Underwriters’ As- 
sociation of the Middle Department to 
clear up the situation in Pennsylvania 
have encountered the antagonism of 
some agencies. One of the agencies 
that has not cleared is that of M. G. 
Mohler of Mechanicsburg. For the past 
five months Mr. Mohler has been hav- 
ing difficulty with the Middle Depart- 
ment. 

In a letter to The Eastern Underwri- 
ter explaining the situation from his 
standpoint, Mr. Mohler says: 


Non-Board for Twenty Years 

“It is but just to state that this has 
been a non-board agency for about 
twenty years. We have never been 
accused of indiscriminately slashing 
rates, in fact some lines we secured at 
rates in excess of those charged by 
the Association and many of our com. 
panies have been with us for from fif- 
teen to twenty years, this is evidence 
that we secured adequate rates. 


“Now since the Act of the Legisla- 
ture compelling all stock companies to 
file rates became fully operative on 
April 1st of course my companies join- 
ed the Association. They paid for ser- 
vice from the Association and yet I 
did not receive this service till about 
the middle of July. Then I received 
the rate cards and about a week later 
I received the rule book. 

“I applied repeatedly to Mr. Wied- 
erhold for the rates also repeatedly to 
my companies for same. Whenever 
Mr. Wiederhold answered my letters, 
instead of giving me the service for 
which my companies paid, he saw 
fit to catechise me as to my business. 
I finally told him my business was my 
own and none of his business, but if 
he could show me reasons that I should 
furnish him the information he wished 
I would consider the matter of an an- 
swer. Now it appeared that he was pri- 
marily interested in knowing what com- 
panies I represented. This information 
he could easily secure even if I had had 
any cause to ‘cover up’ which T did 


net. 
Says He Was “Heckled” 

“Not having the information neces- 
sary I covered some risks contrary to 
the wishes of the Association. Of course 
these discrepancies were noted when 
the ‘dailies’ passed through the hands 
of the stamp office and I was notified 
to make corrections as it was a viola- 
tion. I flatly refused to do my work a 
second time, because the fault was not 
my own. I lacked the information, for 
which my companies were paying. I 
was willing to make good my Own in- 
dividual errors, but not those for which 
I was not responsible. I notified the 
companies to that effect and stated 
plainly, that before I would do this they 
eculd take their supplies. and cancel 
the Agency. 

I had information from the State In- 
surance Department that contracts en- 
tered into and completed prior to April 
1st should stand, yet in spite of this 
fact one company requested me to dup- 





licate all dailies from Jan. 1st and send 
copies through the stamp office; this 
too I refused. I have not and will not 
do it. Some of the companies main- 
tain that by so doing I am in 
error and they are liable for punish- 
ment. If they have, or did all that they 
could to secure for me the service for 
which they paid, or in other words did 
all in their power to abide by the Act, 
how can they be held accountable any 
farther? I even went to Harrisburg 
and laid my complaint before the State 
Insurance Department stating the facts 
as set forth. They stated that they 
would take the matter up with the As- 
sociation. They too asked me what 
companies I represented. I told them 
and they stated that all of them had 
made application for membership to the 
Underwriters’ Association. Simmered 
down it appeared to me that I was un- 
necessarily ‘heckled’ possibly because 
I was a non-board agent. 


Wants to Follow the Rules 

“The District Deputy informed me, 
prior to the time that I secured the 
rate cards that it would be necessary 
for me to purchase a certain style of 
cabinet as a receptacle for the cards. 
One with a rod locking the cards in 
place to prevent their being misplaced. 
I asked him ‘if I purchased the cabinet 
as requested, would he guarantee that 
I receive the rates?’ He could not prom- 
ise. I refused to purchase the cabinet 
as a matter of fact. I had two cabinets, 
but they lacked the locking device re- 
quired. Earlier I was felt out as to why 
I did not affiliate with the ‘Local Board.’ 
It considered this my business, and so 
stated, but I understand that the middle 
department took action resulting in 
making the ‘Local Boards’ useless. 
There was no objection to their being 
maintained if the local agents desired, 
but their usefulness as I understand it 
is a matter of the past now. 

“In conclusion I wish to state, that 
it is my intention to try to follow the 
rules of the department if I am able 
to understand them; if I don’t, I will 
ask for help. I can gain nothing by 
antagonizing them, so why should 1 
do so? But I will not be held respon- 
sible for the short-comings of others. 
If my way does not suit my companies, 
every one of them are at liberty to can- 
cel their agency contract with me. 


Criticises Some Rates 

“There is apparently too much ‘pol- 
itics’ at the expense of the business end 
in the middle. department. I can show 
quite a number of grave discrepancies 
as to rates. I have in mind now a line 
rated at 35 cents and another at $1.99. 
The rates would be far more equitable 
if they were reversed. I write both of 
these lines and the rates quoted are 
those promulgated by the middle de- 
partment. I write another line that 
the board rate was originally building 
60 cents contents 75 cents. It is now 
$1 and $1.30 and to-day it is practically 
a 30 per cent. better risk than formerly. 
Why is this? This firm has spent with- 
in the past two years probably $3,000 
to make it a better and safer risk, yet 
they have received no credits for same. 
I asked for a re-rating of the risk. It 
was looked over and the report came 
to me that the rate was ‘adequate.’ 
Yes, I think so too, so does the owner. 


(Continued on page 15) 
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Explosion Insurance 
Covering Warehouses 


(Continued from page 1) 


that no explosives shall be stored or 
handled on the premises. 


Will Use 80 Per Cent. Clause Also 

Explosion insurance has heretofore 
been generally written with a 50 per 
cent. co-insurance clause. It was in- 
dicated, however, from the inquiries 
coming in to the companies that it was 
the intention of many insured to main- 
tain explosion insurance in the same 
proportion as they carry fire insurance 
and for this it was deemed advisable 
to provide a rate subject to the 80 per 
cent. co-insurance clause also. 


How Rates Were Arrived At 
The new rates were arrived at by 
taking the present mercantile rate as 
a basis, plus a charge for the harbor 
exposure. This harbor exposure was 
shown to be a very important element 
in the Black Tom explosion. The ex- 
posures in any given location are as- 
certainable within reasonable bounds, 
but near the water front and especially 
the open harbor, it is a different propo- 
sition. Barges and other craft loaded 
with explosives may be in transit con- 
stantly or they- may even tie up to the 

wharf as was done at Black Tom. 


Usual Mercantile Coverage 
The recent increase in inquiries for 
explosion insurance on manufacturing 
plants, mercantile buildings (other than 
warehouses) and other classes of build- 
ings, has resulted in renewed attention 
being given to the writing of this busi- 
ness. Some slight changes have been 
made in the forms used. As previously 
stated, the 50 per cent. co-insurance 
clause is customarily used and is print- 
ed in the policy. The insuring clause 
limits liability to damage “through ex- 
plosion occurring on said premises.” 
By a 25 per cent. addition charge, the 
liability can be extended to include 

damage from exterior explosion. 


Rates for Different Classes 

The rates now used on the different 
classes are as follows: 

20c. Rate.—Applies to asylums, banks, 
chapels, buildings occupied for chari- 
table purposes, churches, clubhouses, 
colleges, dwellings, barns, buildings oc- 
cupied for fire department purposes, 
hospitals, hotels, offices (not appurte- 
nant to manufacturing plants), public 
libraries, schoolhouses, buildings oc- 
cupied for society purposes, studios, 
water pumping stations, mercantile 
buildings (not occupied for storage or 
sale of war materials or goods). Poli- 
cies to contain warranty that no manu- 
facturing shall be done on the premises. 

35c. Rate.—Applies to manufacturing 
plants except of the 50c. and 2 per cent. 
classes, below: 

Note a. Does not apply where plant 
consists of substantially only one build- 
ing besides boiler house. 

Note b. Does not apply to plants 
where less than the entire plant is to 
be covered. 

50c. MRate—Covers acid factories, 
such as acetic, muriatic, nitric and 
sulphuric where no considerable nor- 
mal explosion hazard exists. Warranty 
embodying all commodities manufac- 
tured, part of policy. 


$2.00 Rate ($1.50 with explosion 
clause).—To cover benzole, picric acid 
and other high explosive plants, includ- 
ing plants having a normal explosion 
hazard. 


Explosion Clause 


This company shall not be liable for 
any loss caused by explosion originat- 
ing from any of the materials and/or 
processes incidental to the business of 
the assured. 

70c. Rate—To apply to all risks not 
embraced in the preceding classes, and 
also to apply to all risks consisting 
substantially of one manufacturing 
building outside of boiler house (see 
notes a and b above). 

To apply to all plants where certain 
buildings are selected for cover of the 
policy, leaving the greater part of the 
plant uncovered (see notes a and b 
above). 

Form as Now Used 

The form used has been 
amended and now reads: 

ics On all buildings of their manu- 
facturing plant, including chimneys, 
also sprinkler tank and fixtures, 
and yard hose houses, all situate ...... ‘ 
and on contents thereof (excluding 
boiler and/or fly-wheel explosions or- 
iginating within said apparatus, and 
loss to accounts, bills, currency, deeds, 
evidences of debt, money, notes or se- 
curities), therein or on premises above 
described, through explosion occurring 
on said premises. 

This policy also covers machinery or 
stock belonging to others which the 
assured are under obligations to keep 
insured; also machinery or stock con- 
signed to them or held by them in 
trust or on commission, or sold but not 
delivered by being removed; but this 
policy does not cover machinery or 
stock on which there is specific insur- 
ance. 

This company shall not be liable for 
any loss caused by explosion originat- 
ing from any of the materials and/or 
processes incidental to the business of 
the assured. 

It is warranted by the assured and 
made a condition of this contract that 
constant, night watchman service shall 
be maintained; furthermore, that at 
times when plant is not in operation 
constant day watchman service shall 
be maintained during the life of this 
policy. 

Other insurance permitted without 
notice until requested. 

This policy does not cover any auto- 
mobile which may be within the prem- 
ises of assured. 


Fifty Per Cent. Clause 

In consideration of the rate and form 
under which this policy is written, in 
the event of loss this company shall 
be liable for no greater proportion 
thereof than the amount hereby in- 
sured bears to fifty (50) per cent. of 
the actual cash value of the property 
described herein at the time when such 
loss shall happen, nor for no more than 
the proportion which this policy bears 
to the total insurance thereon. In the 
event that the aggregate claim for any 
loss is both less than ten thousand 
dollars ($10,000) and less than five (5) 
per cent. of the total amount of insur- 
ance upon the property described here- 
in at the time such loss occurs, no 


(Continued on page 15) 
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Insurance Company of 


NORTH AMERICA 


LEO Assets Over $20,000,000 
CS” aes i Losses Paid Since Organization Over $176,000,000 


PHILADELPHIA 














FIRE, Rent, Tornado, Leasehold, Perpetual, Use and Occupancy, 
Sprinkler Leakage, Explosion 

MARINE, AUTOMOBILE, Transportation, 

Registered 

“A North America Policy Represents the Best Insurance” 















Baggage, Parcel Post, 






Mail 








H. A. Smith, President 
G. H. Tryon, Secretary 
F. D. Layton, Ass’t Sec’y E. 





National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1916, to New York Insurance Department 
LIABILITIES 


Funds Reserve to Meet All Liabilities, Re-Insurance Re- 


eee eee ee eee 


Total assets January 1, 1916.. ... 


S. T. Maxwell, Ass’t Sec’y 
C. S. Langdon, Ass’t Sec’y 
E. Pike, Ass’t Sec’y 


SURPLUS TO POLICY HOLDERS, -_ =- 


+ + +$2,000,000.00 


-.+- $16,225,894.46 


F. B. Seymour, Treas. 
C. B. Roulet, Gen, Agt. 


$5,387,090.69 
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Auto Underwriters Act 
To Better Conditions 


COMMISSIONS FOR WHOLE U. S. 
NOW REGULATED 








Measures Adopted at National Confer- 
ence Meeting Indicate Satisfactory 
Adjustment of All Questions 





At the meetings of the National Con- 
ference of Automobile Underwriters 
held in this city last week, specific 
plans were drawn up by the delegates 
of each local conference for the handl- 
ing of the commission question in their 
separate territories. This was done to 
secure in advance the approval of the 
executive committees of the five local 
conferences necessary to carry out 
these plans and with the further un- 
derstanding that they should deviate 
as little as possible from prevailing 
rules and rates. Any serious amend- 
ment of the existing conditions was 
left for the further consideration of 
the National Conference. 


Delegates Present 
The following: delegates from the 
several local conferences were present: 
Eastern Conference: Chas. K. Yung- 
man, Wm. A. Hamilton, Douglas F. 
Cox, H. F. Sewall and Chas. G. Smith. 
New England Conference: H. 'R. Clough, 
L. B. Bowden, W. R. Hedge and J. V. 
Fothergill. Pacific Coast Conference: 
J. B. Levison, J. R. Molony and F. B. 
Kellam. Southern Conference: C. S. 
Timberlake and C. J. Neare. Western 
Conference: John Marshall, Jr., J. C. 
Harding and F. J. Sauter. National 

Conference: L. G. Hodgkins. 


Eastern Commission Rules 

The report of the commission com- 
mittee was approved to be referred to 
the executive committee of the East- 
ern Conference for the approval of 
that body before it becomes effective, 
with the addition of a resolution pro- 
posed by Mr. Yungman as to district 
agents and their appointment. Under 
the recommendations of the Eastern 
Conference delegates, no company shall 
have more than two agents in any one 
city or town and a representative above 
the grade of local agent or a head of 
a branch office, writing business lo- 
cally, shall be included as one of the 
said agents. 

The District of Columbia shall be 
considered as a city. No company 
shall have or maintain an agent of any 
grade who does not maintain a bona 
fide office in the locality, city or town 
in which he is appointed. No person, 
firm or corporation engaged in the 
automobile business as a dealer, or as 
the employe of a dealer, or as the 
owner of a garage, or the employe of 
such owner shall be eligible to rep- 
resent a member; nor shall any person, 
firm or corporation engaged in the 
automobile accessories business be 
eligible to represent a member. This 
rule shall not operate to prohibit the 
appointment of and payment of com- 
mission to a bona fide fire insurance 
agency. 

New York Metropolitan District 

In each portion of the New York 
metropolitan district, defined as Man- 
hattan, Brooklyn, Jersey City, Hoboken, 


Newark and Paterson each company 
may not have more than two agents. 
Each agent appointed for Manhattan 
shall be restricted to writing auto- 
mobiles for residents of the metropoli- 
tan district. Each agent appointed in 
a locality in the metropolitan district 
other than Manhattan shall be re- 
stricted to writing automobiles for resi- 
dents within that locality. No com- 
pany having an agent, above the grade 
of local agent located in or with jur- 
isdiction over the metropolitan district 
shall write or permit to be written, 
any business within that territory ex- 
cept through such agent. 


Definitions of Terms 

Mr. Bowden, chairman of the com- 
mission committee, presented to the 
conference the following definitions and 
rules which were adopted: 

(a) United States Manager: A rep- 
resentative having exclusive authority 
over the entire territory of the United 
(States. . 

(b) Department Manager: A repre- 
sentative having exclusive authority 
over a number of States but less than 
the entire United States. 


(c) State Agent: A _ representative 
having exclusive authority over not 
less than one State. 

(d) District Agent: A representa- 
tive appointed by the company in good 
faith to supervise and have exclusive 
jurisdiction over territory less than 
one State, to whom all local agents in 
that territory must report. Any ap- 
pointment of an agent in this class 
must be submitted to the executive 
committee of the local conference for 
its approval as to its validity with re- 
spect to this definition. 

(e) Local-General Agent: A _ repre- 
sentative who operates -in a territory 
less than one State and receives more 
compensation than a local agent, but 
has not exclusive rights in the terri- 
tory in which he operates. 

(f) Local Agent: Any local repre- 
sentative of a company not qualifying 
under definitions (a) to (e), both in- 
clusive. 

Each member will be required to in- 
form the secretary as to all its agents 
above the grade of local agents, stating 
respective territories. All agencies 
must be brought within some of the 
above definitions, although the title 
used is immaterial. 

A class of agents defined under (e) 
as local-general agents, have hitherto 
been permitted in order that a com- 
pany without an agency plant should 
be allowed one agent in each State to 
whom it could pay a higher commis- 
sion than a local agent received. The 
existence of this class of agents has 
caused considerable trouble and here- 
after they are prohibited and any such 
agency arrangements must be can- 
celled or rearranged in accordance 
with this rule. 


New England Opposes Changes 

The report and recommendations of 
the New England Conference delegates 
suggested that it would be well at this 
juncture not to make drastic changes in 
commission rules and rates, and that, 
for the present, the National Confer- 
ence should be guided largely by the 
recommendations of each local confer- 
ence though such recommendations 
may necessitate the temporary lack of 


uniformity in commission rules and 
rates throughout the country that it 
is hoped to accomplish eventually 
through the National Conference. 

With this suggestion in mind, the 
New England delegates submitted the 
following for the approval of the Na- 
tional Conference with the request that 
the New England delegates might take 
same up for action by the executive 
committee of the New England Con- 
ference with the understanding that 
such action will have been approved 
by the National Conference: 


Each company will have one under- 
writing office only at open commission 
or on a branch office basis in Boston. 


State Agents Recognized 


Bona fide State agents will be rec- 
ognized and permitted as per definition 
suggested in the report of the commis- 
sion committee of the National Con- 
ference, it being understood that the 
locations of all suggested bona fide 
agencies shall be reported by the com- 
panies to the executive committee of 
the New England Conference for ap- 
proval; but it shall be in the discre- 
tion of the executive committee of the 
New England Conference whether such 
location shall be included in the list 
of excepted cities before mentioned. 

The New England Conference dele- 
gates undertook to file with the sec- 
retary and general manager of the 
National Conference reports of the pro- 
ceedings taken under this plan. 

The New England delegates also 
recommended that an _ underwriters’ 
agency shall not be considered as a 
separate company. 


Southern Commission Rules 


The delegates from the Southern 
Conference recommended that each 
company have not more than two 


agents in any one town at 15 per cent. 
commission—the brokerage to be 10 
per cent.—except that there shall be 
an excepted list of cities where each 
company may pay two agents 20 per 
cent. The commissions in territory 
outside the excepted cities were regu- 
lated similarly to those of New Eng- 
land. 


Mr. Yungman’s Resolution 

Mr. Yungman proposed the following 
resolution as affecting the conditions 
in the territory of the Eastern Confer- 
ence: 

That there be no restrictions as to 
the number of district agents that any 
member may appoint but those now 
existing shall be submitted to the 
executive committee of the conference 
having jurisdiction over the territory 
involved within thirty days of this date 
and if not approved by that body, the 
same shall not be permitted and shall 
within thirty days of such disapproval 
be made to conform to the class to 
which the same may be assigned by 
the executive committee. No new ap- 
pointment of district agents shall be 
made until the same shall have been 
submitted to and approved by the 
executive committee having jurisdic- 
tion. (No action of such executive 
committee shall be valid, however, un- 
til reviewed and approved by the 
executive committee of the National 
Conference. The secretary of the Na- 
tional Conference shall forthwith no- 
tify all members of such appointments 


when approved together with the ter- 
ritory covered. 


Pacific Coast Rules 

Agency appointments will be limited 
to one State agent at San Francisco 
at optional commission, the head office, 
salaried branch office or departmental 
office of a member to be considered the 
equivalent of an agent. 

Commissions may be paid by a mem- 
ber only to its agent or to a broker or 
to another member, the qualification 
and standard of a local agent and 
broker to be fixed by each local con- 
ference in accordance with local con- 
ditions. This report was accepted by 
the National Conference to become ef- 
fective if it meets with the approval 
of the Pacific Coast Conference. 


Western Conference Rules 

The delegates of the Western Con- 
ference reported that conditions in that 
territory were fairly good, the only 
real trouble being the abuse of the so- 
called general agency rule. 

With the abolishment of this abuse 
and in view of the fact that the Na- 
tional Conference has already taken 
action on this subject and adopted 
resolutions prohibiting the appoint- 
ment of general agents and the can- 
cellation of any arrangements not in 
harmony with the resolution in regard 
to the definitions adopted by the Na- 
tional Conference, we recommend that 
the following cities be designated ex- 
cepted cities: 

Chicago, Cleveland, Cincinnati, St. 
Louis, Kansas City, Mo., Minneapolis, 
St. Paul, Milwaukee, Detroit, Indian- 
apolis and Louisville. 

In the balance of the territory the 
commission to local agents is not to 
exceed 20 per cent. This was also 
accepted subject to the approval of 
the Western Conference. 

The following rule with respect to 
special agents was presented to the 
conference for consideration: 


Special Agent’s Commission 

No member may appoint or main- 
tain a special agent any person 
other tWan one whose entire occupa- 
ig that of insurance and who is a 
“iarly salaried employe, exclusively 
aged in the service of the employ- 
ing member or by the members rep- 
resented by one agent above the grade 
of local agent in the appointment and 
supervision of agents and business 
and/or in the adjustment of losses; 
and who is not peculiarly interested, 
directly or indirectly, in the operations 
or income of any local agency; and 
for whose good faith the employing 
member or members, as above speci- 
fied, are hereby declared responsible. 

It was declared to be a wilful viola- 
tion of the intent and spirit of the 
constitution and general rules of the 
conference for a member to employ 
in the capacity of special agent any 
person who is not intended to travel 
and operate systematically over suffi- 
cient territory to justify his employ- 
ment in that capacity. 

The expense charges of a _ special 
agent were made a subject for investi- 
gation by the conference. No member 
may in any way compensate the special 
agent of another member. 


Executive Committee Report 
Under this head, it was recom- 
(Continued on page 14) 











Authorized Capital $500,000 


Brtroit National Hire 
Iusuranuce Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 





Assets 








The Columbian National Fire Insurance Company 


T. A Lawler, Pres. 
JANUARY Ist, 1916 
Surplus to Policyholders..... $1,257,680.79 


EASTERN DEPARTMENT, Scranton, Pa. 


Massachusetts, Rhode Island, New York, 
New Jersey, Pennsylvania and Maryland 


James J. Boland, Manager 
Reliable agents wanted in unrepresented territory 


H. P. Orr, Sec.-Treas. 


thie peNGs Coeses $1,571,954.84 
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PENN. AGENT REGISTERS KICK 


CRITICISES MIDDLE DEPARTMENT , 





M. G. Mohler of Mechanicsburg, Ex- 
plains Difficulties He Has Had 
With Association 





The efforts of the Underwriters’ As- 
sociation of the Middle Department to 
clear up the situation in Pennsylvania 
have encountered the antagonism of 
some agencies. One of the agencies 
that has not cleared is that of M. G. 
Mohler of Mechanicsburg. For the past 
five months Mr. Mohler has been hav- 
ing difficulty with the Middle Depart- 
ment. 

In a letter to The Eastern Underwri- 
ter explaining the situation from his 
standpoint, Mr. Mohler says: 


Non-Board for Twenty Years 


“It is but just to state that this has ; 


been a non-board agency for about 
twenty years. We have never been 
accused of indiscriminately slashing 
rates, in fact some lines we secured at 
rates in excess of those charged by 
the Association and many of our com. 
panies have been with us for from fif- 
teen to twenty years, this is evidence 
that we secured adequate rates. 


“Now since the Act of the Legisla- 
ture compelling all stock companies to 
file rates became fully operative on 
April 1st of course my companies join- 
ed the Association. They paid for ser- 
vice from the Association and yet I 
did not receive this service till about 
the middle of July. Then I received 
the rate cards and about a week later 
I received the rule book. 

“I applied repeatedly te. Mr. Wied- 
erhold for the rates also repeatedly to 
my companies for same. Whenever 
Mr. Wiederhold answered my letters, 
instead of giving me the service for 
which my companies paid, he saw 
fit to catechise me as to my business. 
I finally told him my business was my 
own and none of his business, but if 
he could show me reasons that I should 
furnish him the information he wished 
I would consider the matter of an an- 
swer. Now it appeared that he was pri- 
marily interested in knowing what com. 
panies I represented. This information 
he could easily secure even if I had had 
any cause to ‘cover up’ which T did 
net. 

Says He Was “Heckled”’ 

“Not having the information neces- 
sary I covered some risks contrary to 
the wishes of the Association. Of course 
these discrepancies were noted when 
the ‘dailies’ passed through the hands 
of the stamp office and I was notified 
to make corrections as it was a viola- 
tion. I flatly refused to do my work a 
second time, because the fault was not 
my own. I lacked the information, for 
which my companies were paying. 1 
was willing to make good my Own in- 
dividual errors, but not those for which 
I was not responsible. I notified the 
companies to that effect and stated 
plainly, that before I would do this they 
cculd take their supplies. and cancel 
the Agency. 

I had information from the State In- 
surance Department that contracts en- 
tered into and completed prior to April 
1st should stand, yet in spite of this 
fact one company requested me to dup- 


‘partment. 


licate all dailies from Jan. 1st and send 
copies through the stamp office; this 
too I refused. I have not and will not 
do it. Some of the companies main- 
tain that by so doing I am in 
error and they are liable for punish- 
ment. If they have, or did all that they 
could to secure for me the service for 
which they paid, or in other words did 
all in their power to abide by the Act, 
how can they be held accountable any 
farther? I even went to Harrisburg 
and laid my complaint before the State 
Insurance Department stating the facts 
as set forth. They stated that they 
would take the matter up with the As- 
sociation. They too asked me what 
companies I represented. I told them 
and they stated that all of them had 
made application for membership to the 
Underwriters’ Association. Simmered 
down it appeared to me that I was un- 
necessarily ‘heckled’ possibly because 
I was a non-board agent. 


Wants to Follow the Rules 

“The District Deputy informed me, 
prior to the time that I secured the 
rate cards that it would be necessary 
for me to purchase a certain style of 
cabinet as a receptacle for the cards. 
One with a rod locking the cards in 
place to prevent their being misplaced. 
I asked him ‘if I purchased the cabinet 
as requested, would he guarantee that 
I receive the rates?’ He could not prom- 
ise. I refused to purchase the cabinet 
as a matter of fact. I had two cabinets, 
but they lacked the locking device re- 
quired. Earlier I was felt out as to why 
I did not affiliate with the ‘Local Board.’ 
I considered this my business, and so 
stated, but I understand that the middle 
department took action resulting in 
making the ‘Local Boards’ useless. 
There was no objection to their being 
maintained if the local agents desired, 
but their usefulness as I understand it 
is a matter of the past now. 

“In conclusion I wish to state, that 
it is my intention to try to follow the 
rules of the department if I am able 
to understand them; if I don’t, I will 
ask for help. I can gain nothing by 
antagonizing them, so why should I 
do so? But I will not be held respon- 
sible for the short-comings of others. 
If my way does not suit my companies, 
every one of them are at liberty to can- 
cel their agency contract with me. 


Criticises Some Rates 

“There is apparently too much ‘pol- 
itics’ at the expense of the business end 
in the middle. department. I can show 
quite a number of grave discrepancies 
as to rates. I have in mind now a line 
rated at 35 cents and another at $1.99. 
The rates would be far more equitable 
if they were reversed. I write both of 
these lines and the rates quoted are 
those promulgated by the middle de- 
I write another line that 
the board rate was originally building 
60 cents contents 75 cents. It is now 
$1 and $1.30 and to-day it is practically 
a 30 per cent. better risk than formerly. 
Why is this? This firm has spent with- 
in the past two years probably $3,000 
to make it a better and safer risk, yet 
they have received no credits for same. 
I asked for a re-rating of the risk. It 
was looked over and the report came 
to me that the rate was ‘adequate.’ 
Yes, I think so too, so does the owner. 


(Continued on page 15) 
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Explosion Insurance 


Covering Warehouses 
(Continued from page 1) 


that no explosives shall be stored or 
handled on the premises. 


Will Use 80 Per Cent. Clause Also 

Explosion insurance has heretofore 
been generally written with a 50 per 
cent. co-insurance clause. It was in- 
dicated, however, from the inquiries 
coming in to the companies that it was 
the intention of many insured to main- 
tain explosion insurance in the same 
proportion as they carry fire insurance 
and for this it was deemed advisable 
to provide a rate subject to the 80 per 
cent. co-insurance clause also. 


How Rates Were Arrived At 
The new rates were arrived at by 
taking the present mercantile rate as 
a basis, plus a charge for the harbor 
exposure. This harbor exposure was 
shown to be a very important element 
in the Black Tom explosion. The ex- 
posures in any given location are as- 
certainable within reasonable bounds, 
but near the water front and especially 
the open harbor, it is a different propo- 
sition. Barges and other craft loaded 
with explosives may be in transit con- 
stantly or they. may even tie up to the 

wharf as was done at Black Tom. 


Usual Mercantile Coverage 
The recent increase in inquiries for 
explosion insurance on manufacturing 
plants, mercantile buildings (other than 
warehouses) and other classes of build- 
ings, has resulted in renewed attention 
being given to the writing of this busi- 
ness. Some slight changes have been 
made in the forms used. As previously 
stated, the 50 per cent. co-insurance 
clause is customarily used and is print- 
ed in the policy. The insuring clause 
limits liability to damage “through ex- 
plosion occurring on said premises.” 
By a 25 per cent. addition charge, the 
liability can be extended to include 

damage from exterior explosion. 


Rates for Different Classes 

The rates now used on the different 
classes are as follows: 

20c. Rate.—Applies to asylums, banks, 
chapels, buildings occupied for chari- 
table purposes, churches, clubhouses, 
colleges, dwellings, barns, buildings oc- 
cupied for fire department purposes, 
hospitals, hotels, offices (not appurte- 
nant to manufacturing plants), public 
libraries, schoolhouses, buildings oc- 
cupied for society purposes, studios, 
water pumping stations, mercantile 
buildings (not occupied for storage or 
sale of war materials or goods). Poli- 
cies to contain warranty that no manu- 
facturing shall be done on the premises. 

35c. Rate——Applies to manufacturing 
plants except of the 50c. and 2 per cent. 
classes, below: 

Note a. Does not apply where plant 
consists of substantially only one build- 
ing besides boiler house. 

Note b. Does not apply to plants 
where less than the entire plant is to 
be covered. 

60c. [Rate——Covers acid factories, 
such as acetic, muriatic, nitric and 
sulphuric where no considerable nor- 
mal explosion hazard exists. Warranty 
embodying all commodities manufac- 
tured, part of policy. 


$2.00 Rate ($1.50 with explosion 
clause).—To cover benzole, picric acid 
and other high explosive plants, includ- 
ing plants having a normal explosion 
hazard. 


Explosion Clause 


This company shall not be liable for 
any loss caused by explosion originat- 
ing from any of the materials and/or 
processes incidental to the business of 
the assured. 

70c. Rate—To apply to all risks not 
embraced in the preceding classes, and 
also to apply to all risks consisting 
substantially of one manufacturing 
building outside of boiler house (see 
notes a and b above). 

To apply to all plants where certain 
buildings are selected for cover of the 
policy, leaving the greater part of the 
plant uncovered (see notes a and b 
above). 


Form as Now Used 
The form used has been 
amended and now reads: 


ae On all buildings of their manu- 
facturing plant, including chimneys, 
sc caee also sprinkler tank and fixtures, 
and yard hose houses, all situate ...... > 
and on contents thereof (excluding 
boiler and/or fly-wheel explosions or- 
iginating within said apparatus, and 
loss to accounts, bills, currency, deeds, 
evidences of debt, money, notes or se- 
curities), therein or on premises above 
described, through explosion occurring 
on said premises. 

This policy also covers machinery or 
stock belonging to others which the 
assured are under obligations to keep 
insured; also machinery or stock con- 
signed to them or held by them in 
trust or on commission, or sold but not 
delivered by being removed; but this 
policy does not cover machinery or 
stock on which there is specific insur- 
ance. 

This company shall not be liable for 
any loss caused by explosion originat- 
ing from any of the materials and/or 
processes incidental to the business of 
the assured. 

It is warranted by the assured and 
made a condition of this contract that 
constant night watchman service shall 
be maintained; furthermore, that at 
times when plant is not in operation 
constant day watchman service shall 
be maintained during the life of this 
policy. 

Other insurance permitted without 
notice until requested. 

This policy does not cover any auto- 
mobile which may be within the prem- 
ises of assured. 


Fifty Per Cent. Clause 

In consideration of the rate and form 
under which this policy is written, in 
the event of loss this company shall 
be liable for no greater proportion 
thereof than the amount hereby in- 
sured bears to fifty (50) per cent. of 
the actual cash value of the property 
described herein at the time when such 
loss shall happen, nor for no more than 
the proportion which this policy bears 
to the total insurance thereon. In the 
event that the aggregate claim for any 
loss is both less than ten thousand 
dollars ($10,000) and less than five (5) 
per cent. of the total amount of insur- 
ance upon the property described here- 
in at the time such loss occurs, no 


(Continued on page 15) 
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NORTH AMERICA 


Assets Over $20,000,000 
Losses Paid Since Organization Over $176,000,000 
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FIRE, Rent, Tornado, Leasehold, 
Sprinkler Leakage, Explosion 


MARINE, AUTOMOBILE, Transportation, 
Registered Mail 
“A North America Policy Represents the Best Insurance” 
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H. A. Smith, President 
G. H. Tryon, Secretary 
F. D. Layton, Ass’t Sec’y 





National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1916, to New York Insurance Department 
LIABILITIES 


Funds Reserve to Meet ‘All Liabilities, Re-Insurance Re- 
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Total assets January 1, 1916.. ....... $16,225,894.46 


S. T. Maxwell, Ass’t Sec’y 
C. S. Langdon, Ass’t Sec’y 
E. E. Pike, Ass’t Sec’y 


SURPLUS TO POLICY HOLDERS, -_ =- 


++ 02+++$2,000,000.00 


sor ossenetevcoens eee 9+410,906.91 
3,387,090.69 





F,. B. Seymour, Treas. 
C. B. Roulet, Gen. Agt. 


$5,387,090.69 
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Auto Underwriters Act 
To Better Conditions 


COMMISSIONS FOR WHOLE U. S. 
NOW REGULATED 





Measures Adopted at National Confer- 
ence Meeting Indicate Satisfactory 
Adjustment of All Questions 





At the meetings of the National Con- 
ference of Automobile Underwriters 
held in this city last week, specific 
plans were drawn up by the delegates 
of each local conference for the handl- 
ing of the commission question in their 
separate territories. This was done to 
secure in advance the approval of the 
executive committees of the five local 
conferences necessary to carry out 
these plans and with the further un- 
derstanding that they should deviate 
as little as possible from prevailing 
rules and rates. Any serious amend- 
ment of the existing conditions was 
left for the further consideration of 
the National Conference. 


Delegates Present 
The following: delegates from the 
several local conferences were present: 


Eastern Conference: Chas. K. Yung- 
man, Wm. A. Hamilton, Douglas F. 
Cox, H. F. Sewall and Chas. G. Smith. 
New England Conference: H. '‘R. Clough, 
L. B. Bowden, W. R. Hedge and J. V. 
Fothergill. Pacific Coast Conference: 
J. B. Levison, J. R. Molony and F. B. 
Kellam. Southern Conference: C. S. 
Timberlake and C. J. Neare. Western 
Conference: John Marshall, Jr., J. C. 
Harding and F. J. Sauter. National 
Conference: L. G. Hodgkins. 


Eastern Commission Rules 

The report of the commission com- 
mittee was approved to be referred to 
the executive committee of the East- 
ern Conference for the approval of 
that body before it becomes effective, 
with the addition of a resolution pro- 
posed by Mr. Yungman as to district 
agents and their appointment. Under 
the recommendations of the Eastern 
Conference delegates, no company shall 
have more than two agents in any one 
city or town and a representative above 
the grade of local agent or a head of 
a branch office, writing business lo- 
cally, shall be included as one of the 
said agents. 

The District of. Columbia shall be 
considered as a city. No company 
shall have or maintain an agent of any 
grade who does not maintain a bona 
fide office in the locality, city or town 
in which he is appointed. No person, 
firm or corporation engaged in the 
automobile business as a dealer, or as 
the employe of a dealer, or as the 
owner of a garage, or the employe of 
such owner shall be eligible to rep- 
resent a member; nor shall any person, 
firm or corporation engaged in the 
automobile accessories business be 
eligible to represent a member. This 
rule shall not operate to prohibit the 
appointment of and payment of com- 
mission to a bona fide fire insurance 
agency. 

New York Metropolitan District 

In each portion of the New York 
metropolitan district, defined as Man- 
hattan, Brooklyn, Jersey City, Hoboken, 


Newark and Paterson each company 
may not have more than two agents. 
Each agent appointed for Manhattan 
shall be restricted to writing auto- 
mobiles for residents of the metropoli- 
tan district. Each agent appointed in 
a locality in the metropolitan district 
other than Manhattan shall be re- 
stricted to writing automobiles for resi- 
dents within that locality. No com- 
pany having an agent, above the grade 
of local agent located in or with jur- 
isdiction over the metropolitan district 
shall write or permit to be written, 
any business within that territory ex- 
cept through such agent. 


Definitions of Terms 

Mr. Bowden, chairman of the com- 
mission committee, presented to the 
conference the following definitions and 
rules which were adopted: 

(a) United States Manager: A rep- 
resentative having exclusive authority 
over the entire territory of the United 
States. . 

(b) Department Manager: A repre- 
sentative having exclusive authority 
over a number of States but less than 
the entire United States. 


(c) State Agent: A _ representative 
having exclusive authority over not 
less than one State. 

(d) District Agent: A _ representa- 
tive appointed by the company in good 
faith to supervise and have exclusive 
jurisdiction over territory less than 
one State, to whom all local agents in 
that territory must report. Any ap- 
pointment of an agent in this class 
must be submitted to the executive 
committee of the local conference for 
its approval as to its validity with re- 
spect to this definition. 

(e) Local-General Agent: A _ repre- 
sentative who operates -in a territory 
less than one State and receives more 
compensation than a local agent, but 
has not exclusive rights in the terri- 
tory in which he operates. 

(f) Local Agent: Any local repre- 
sentative of a company not qualifying 
under definitions (a) to (e), both in- 
clusive. 

Each member will be required to in- 
form the secretary as to all its agents 
above the grade of local agents, stating 
respective territories. All agencies 
must be brought within some of the 
above definitions, although the title 
used is immaterial. 

A class of agents defined under (e) 
as local-general agents, have hitherto 
been permitted in order that a com- 
pany without an agency plant should 
be allowed one agent in each State to 
whom it could pay a higher commis- 
sion than a local agent received. The 
existence of this class of agents has 
caused considerable trouble and here- 
after they are prohibited and any such 
agency arrangements must be can- 
celled or rearranged in accordance 
with this rule. 


New England Opposes Changes 

The report and recommendations of 
the New England Conference delegates 
suggested that it would be well at this 
juncture not to make drastic changes in 
commission rules and rates, and that, 
for the present, the National Confer- 
ence should be guided largely by the 
recommendations of each local confer- 
ence though such recommendations 
may necessitate the temporary lack of 


uniformity in commission rules and 
rates throughout the country that it 
is hoped to accomplish eventually 
through the National Conference. 

With this suggestion in mind, the 
iNew England delegates submitted the 
following for the approval of the Na- 
tional Conference with the request that 
the New England delegates might take 
same up for action by the executive 
committee of the New England Con- 
ference with the understanding that 
such action will have been approved 
by the National Conference: 


Each company will have one under- 
writing office only at open commission 
or on a branch office basis in Boston. 


State Agents Recognized 


Bona fide State agents will be rec- 
ognized and permitted as per definition 
suggested in the report of the commis- 
sion committee of the National Con- 
ference, it being understood that the 
locations of all suggested bona fide 
agencies shall be reported by the com- 
panies to the executive committee of 
the New England Conference for ap- 
proval; but it shall be in the discre- 
tion of the executive committee of the 
New England Conference whether such 
location shall be included in the list 
of excepted cities before mentioned. 


The New England Conference dele- 
gates undertook to file with the sec- 
retary and general manager of the 
National Conference reports of the pro- 
ceedings taken under this plan. 

The New England delegates also 
recommended that an _ underwriters’ 
agency shall not be considered as a 
separate company. 


Southern Commission Rules 


The delegates from the Southern 
Conference recommended that each 
company have not more than two 
agents in any one town at 15 per cent. 
commission—the brokerage to be 10 
per cent.—except that there shall be 
an excepted list of cities where each 
company may pay two agents 20 per 
cent. The commissions in territory 
outside the excepted cities were regu- 
lated similarly to those of New Eng- 
land. 


Mr. Yungman’s Resolution 

Mr. Yungman proposed the following 
resolution as affecting the conditions 
in the territory of the Eastern Confer- 
ence: 

That there be no restrictions as to 
the number of district agents that any 
member may appoint but those now 
existing shall be submitted to the 
executive committee of the conference 
having jurisdiction over the territory 
involved within thirty days of this date 
and if not approved by that body, the 
same shall not be permitted and shall 
within thirty days of such disapproval 
be made to conform to the class to 
which the same may be assigned by 
the executive committee. No new ap- 
pointment of district agents shall be 
made until] the same shall have been 
submitted to and approved by the 
executive committee having jurisdic- 
tion. (No action of such executive 
committee shall be valid, however, un- 
til reviewed and approved by the 
executive committee of the National 
Conference. The secretary of the Na- 
tional Conference shall forthwith no- 
tify all members of such appointments 


when approved together with the ter- 
ritory covered. 


Pacific Coast Rules 

Agency appointments will be limited 
to one State agent at San Francisco 
at optional commission, the head office, 
salaried branch office or departmental 
office of a member to be considered the 
equivalent of an agent. 

Commissions may be paid by a mem- 
ber only to its agent or to a broker or 
to another member, the qualification 
and standard of a local agent and 
broker to be fixed by each local con- 
ference in accordance with local con- 
ditions. This report was accepted by 
the National Conference to become ef- 
fective if it meets with the approval 
of the Pacific Coast Conference. 


Western Conference Rules 

The delegates of the Western Con- 
ference reported that conditions in that 
territory were fairly good, the only 
real trouble being the abuse of the so- 
called general agency rule. 

With the abolishment of this abuse 
and in view of the fact that the Na- 
tional Conference has already taken 
action on this subject and adopted 
resolutions prohibiting the appoint- 
ment of general agents and the can- 
cellation of any arrangements not in 
harmony with the resolution in regard 
to the definitions adopted by the Na- 
tional Conference, we recommend that 
the following cities be designated ex- 
cepted cities: 

Chicago, Cleveland, Cincinnati, St. 
Louis, Kansas City, Mo., Minneapolis, 
St. Paul, Milwaukee, Detroit, Indian- 
apolis and Louisville. 

In the balance of the territory the 
commission to local agents is not to 
exceed 20 per cent. This was also 
accepted subject to the approval of 
the Western Conference. 

The following rule with respect to 
special agents was presented to the 
conference for consideration: 


Special Agent’s Commission 

No member may appoint or main- 
tain as a special agent any person 
other than one whose entire occupa- 
tion is that of insurance and who is a 
regularly salaried employe, exclusively 
engaged in the service of the employ- 
ing member or by the members rep- 
resented by one agent above the grade 
of local agent in the appointment and 
supervision of agents and business 
and/or in the adjustment of losses; 
and who is not peculiarly interested, 
directly or indirectly, in the operations 
or income of any local agency; and 
for whose good faith the employing 
member or members, as above speci- 
fied, are hereby declared responsible. 

It was declared to be a wilful viola- 
tion of the intent and spirit of the 
constitution and general rules of the 
conference for a member to employ 
in the capacity of special agent any 
person who is not intended to travel 
and operate systematically over suffi- 
cient territory to justify his employ- 
ment in that capacity. 

The expense charges of a_ special 
agent were made a subject for investi- 
gation by the conference. No member 
may in any way compensate the special 
agent of another member. 

Executive Committee Report 

Under this head, it was recom- 

(Continued on page 14) 





Authorized Capital $500,000 


Brirnitt National Hire 
Iusuranuce Cn. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 





Assets 








The Columbian National Fire Insurance Company 


T. A Lawler, Pres. 
JANUARY Ist, 1916 
Surplus to Policyholders..... $1,257,680.79 


EASTERN DEPARTMENT, Scranton, Pa. 
Massachusetts, Rhode Island, New York, 
New Jersey, Pennsylvania and Maryland 
James J. Boland, Manager 
Reliable agents wanted in unrepresented territory 


H. P. Orr, Sec.-Treas. 


Ter $1,571,954.84 
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ASSOCIATION HEADS MEET 


WANT ASSOCIATIONS TO MERGE 








Secretary McKee of Federation Con- 
fers With President Roth of 
Agents’ Association 





(Secretary Mark T. McKee of the Fed- 
eration called on. President Roth of 
the National Association of :snsurance 
Agents at Buffalo last week, accom- 
panied by N. E. Turgeon and Gilbert 
T. Amsden of the New York Federa- 
tion. Mr. McKee proposed to Presi- 
dent Roth that the members of the 
Agents’ Association be members of the 
Federation, and that the additional 
fees for membership in the Federation 
be collected through the State associa- 
tions; and that the extension work of 
the two organizations be conducted in 
common. 

Secretary McKee stated that he was 
opposed to amalgamation on account 
of the fraternals which had become 
quite largely interested in the Federa- 
tion. Mr. McKee holds a prominent 
official position in the fraternal organi- 
zations. 

After seeing President Roth, Secre- 
tary McKee left for the West to visit 
Chairman Pellet of the Executive Com- 
mittee and Chairman Livingston of the 
Casualty Committee. He will be in 
Boston September 9 to confer with 
Secretary Putnam and other officers. 








WILLIAM STREET NOTES 


Francis & Lott Organize 

The brokerage firm of Francis & 
Lott has been organized with offices 
at 123 William Street. Harry E. Fran- 
cis, of this firm has been assistant 
manager of the fidelity department of 
the Casualty Company of America for 
the past two years and a half, prior to 
which he had five years’ experience in 
the bonding business with the Empire 
State Surety. George S. Lott has also 
been with the Casualty Company of 
America for some time as assistant 
cashier. He was formerly in the ac- 
‘counting department of the Corn Pro- 
ducts Refining Co. Francis & Lott will. 
specialize on surety bonds and auto- 
mobile lines in addition to the regular 
casualty and fire business. 

* 








Insurance Men at Clambake 
D. M. Darby, of Darby, Hooper & Mc- 
Daniels; Michael Volkmann, of the 
Globe & Rutgers; and Victor R. Metz, 
George Walton and Edward G. Froeh, 
of the Central Fire office, attended an 
Elk clambake at Danbury, Conn., last 
week. While there, they met Arthur 
Krom, local agent of the Globe & Rut- 
gers. On the return trip by automobile, 
they became lost in the dark and land- 
ed at Richfield, some miles off their 
track. 
*” ca id 
Efficiency 
In an office on William Street callers 
noticed, with some degree of curiosity, 
a chair with a rope tied to the arm, 
with the other end tied to the leg of 
a big flat-topped desk. Asked what 
the idea was, the occupant of the of- 
fice explained that that was an example 
of real “efficiency,” in that the arrange- 
ment kept the chair just where it was 
wanted, no matter how much the jani- 
tor wanted to move it. 
* * * 
Under the Apple Tree 
Scene: Along the road at Rockaway, 
N. J. Properties: A garden bench; 
an apple tree. Weather: Quite warm. 
Cast of characters: An Assured; an 
Adjuster; and a Special Agent. Oc- 
casion: Conference. Cause: Burned 
dwelling house in the immediate vi- 
cinity, containing much damaged goods 
but no chairs. The Finale: Every- 
body left happy. Photographed by 
The Eastern Underwriter. 
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Auto Underwriters Act 
To Better Conditions 
(Continued from page 13) 


WILLIAM C. SCHEIDE & CO,, Inc. 


mended that the companies classify HARTFORD, CONN. 
their business by States. The general 2 
manager was instructed to prepare and Re-Insurance in All Branches 





send blanks to each member covering 
the recommendations of the statistical 
committee. These blanks are to be 
used in compiling experience figures. 











An invitation was received and read 
at the meeting from the automobile 2 LIBERTY cree SEFER & SHEVLIN 
committee of the (National Workmen’s GENERAL AGENTS NEW YORE, NW. Y. 
Compensation Service Bureau suggest- REPRESENTING 
ing - ee. of a a, DUBUQUE FIRE AND MARINE INSURANCE CO 
tee of five to meet with a similar Excell : 
canes: hia tam Sains Tie xcellent Facilities for — pend and Out Of Town Business 


pensation Bureau for the purpose of 
recommending to the company-mem- 
bers of both bodies rules and rates of 
premium for the writing of automobile 


property damage and collision insur- B # A U * F R E E D M A N & G E N I S 








ance and methods of keeping statistics. 

The invitation was accepted and a 220 BROADWAY Tel. Cortland 3203 & 4 NEW YORK CITY 
committee appointed as specified with Exceptional Facilities for Placing Busi: in N 

power to act. York City for Out-of-Town "iia aad ion 


Action on the proposed standard 
policy form was postponed until copies 
of same could be multigraphed and 
placed in the hands of each member. 
It was voted that a circular letter be 


ASK FOR PARTICULARS 








sent out by the general manager call- Ww 

ing on the local conferences to notify ALTER F. ERRICKSON 

the members to the effect that insur- 

a te caer ae a a a Newark and Suburban New Jersey Agency 
ferred payment plan where financed by 38-40 CLINTON STREET — TELEPHONE 8266 MARKET — NEWARK, NEW JERSEY 


automobile manufacturers or dealers SPECIAL FACILITIES FOR OUT-OF-TOWN BUSINESS 


or by financing corporations or indi- 
viduals can only be written at confer- 
ence rates and under conference rules. 
It was also voted at the executive 
committee meeting that it shall not be 
permissible for a conference company 
to reinsure business of another con- 
ference company at less than confer- 
ence rates. 

Underwriting Committee Meeting 

At the meeting of the underwriting 
committee, the president was author- 
ized to appoint a special sub-committee 
to co-operate with Mr. Crawford of the 
Home in drafting a tentative policy 
form, the same to be forwarded to 
each member of the executive and un- 
derwriting committees for them to con- 
fer with their associates in their local 
conferences and thus prepare for ac- 
tion on the final policy form to be con- 
sidered at the next meeting of the 

























Fidelity-Phenix Fire 
Insurance Company 
of New York 


Distribution of Each Dollar of Premium Income 
for the Year 1915 

















executive sii a manana committees, “i ee Pe ee eee oe 47.973 cents 
e general manager was empowere aid to agents, special a 

to issue a call to the company mem- boards ~ dea a a, ee 

coe alia Uinian Sir uae maemo UE Ate oie am Sau ga Ceidades ens ....29.967 cents 





of past years as the companies can 
furnish on the conference forms re- 





Total returned to State from which premiums 



















cently adopted. EE. kas cd web ku deus savedcrsuad 77.940 cents 
NEW YORK AND NEW JERSEY Home Office expenses and unearned premium 
DIRECTORY SEE: 0 dN ad cededewaews dvcvsewesveets as eee Gls 
The New York and New Jersey in- a 
surance directory for 1916-17 has just Total—Losses and Expenses...............:93.206 cents 





been issued by Geo. H. Holden & Co., 
New York City, publishers. The new 
edition contains a considerable amount 
of additional information and is re- 
arranged and improved typographically. 
The volume gives names and addresses 
of companies, kinds of business writ- 
ten, officers and department heads, all 
agents throughout the two States, with 
the names of companies represented, 
brokers, insurance organizations and 
much other valuable information. 


Underwriting Profit ....................... 6.794 cents 
















HENRY EVANS, President. 
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ENDANGER TEXAS LINES 


OPINION WOULD BAR BROKERS 








Companies and Licensed Agents Pen- 
alized for Paying Commission 
to Outside Brokers 





The large lines located in Texas that 
have been developed by the big eastern 
brokers are in danger of being swept 
away from them by an opinion just 
given by the attorney general of Texas. 
It is held to be illegal for a company 
or agent licensed in the State to share 
a commission with an unlicensed agent 
or broker. 

The opinion of the attorney general 
is based upon the assumption that un- 
der Texas law a broker is an agent 
and that while an unlicensed broker 
ean not be reached by the law a 
licensed agent or company can and 
upon the theory that a division of 
commission with a broker amounts to 
a division of commissions with an un- 
licensed agent, and the direct payment 
of a commission by a licensed com- 
pany to the broker amounts to a rebate, 
the attorney general holds that under 
either case the insurance commission- 
er has the authority to cancel the 
license of the agent or company. 


Broker the Same as Agent 

An unlicensed broker is held to be 
an agent under the Texas law requir- 
ing a licensed broker to have an 
agent’s license also. The opinion holds 
that the status of an unlicensed broker 
is therefore the same as that of an 
unlicensed agent. 

The opinion of the attorney general 
is summarized as follows: 

An insurance broker is one who acts 
as a middleman between the insured 
and the insurer, and who solicits in- 
surance from the public under no em- 
ployment from any special company, 
but places the orders secured, either 
with companies selected by the in- 
sured, or in the absence of such selec- 
tion, with companies selected by him- 
self. 

It is plain from the statutes of this 
State that insurance brokers are under 
the statutes to be regarded as insur- 
ance agents, and are by the statutes, 
made agents of the company with 
which they may place any policy of 
insurance. 

One conducting an insurance broker- 
age business in this State is prohibited 
by law from conducting such business 
without first having secured a license 
as an agent from the Commissioner of 
Insurance and Banking. 

Penalize the Companies Too 

An insurance company having a per- 
-mit to transact business in this State 
cannot issue a policy except through a 
regularly commissioned and licensed 
agent, nor can it pay any commission 
to a broker to handle its business in 
this State, unless such broker is a 
regular licensed agent under the laws 
of this State. 

It appears, however, from the verbi- 
age of Revised Statutes, article 4963, 
that an unlicensed out-of-State broker 
can write or cause to be. written poli- 
cies of insurance on property in this 
State without violating the law, pro- 
vided he delivers or causes such poli- 
cies to be delivered through a duly 
licensed agent in this State. 

However, where a local agent de- 
livers policies for an _  out-of-State 
broker and receives therefor only a 
part of his regular commission, and 
the out-of-State broker receives the re- 
mainder, although paid to him by the 
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ARTNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 
of Aetna Insurance Co. 


Application For Agencies Invited 











‘company, the transaction is a division 


of the commission by the local agent 
with an outside unlicensed agent, in 
violation of the laws of this State, and 
the local agent’s license may be re- 
voked. 

Where a company which is permitted 
to transact business in this State 
makes an agreement wish an outside 
unlicensed broker for an assured to 
allow him 10 per cent. or more com- 
mission on business situated in Texas, 
and then the company has its local 
agent in Texas to issue a policy, and 
pays him therefor only a part of his 
regular commission, such a transaction 
is in reality a division of commission 
with an outside broker, or agent, in 
violation of the laws of this State. 

Even should it be determined, how- 
ever, that the insurance broker who 
places insurance for his customers is 
not an agent within the purview of the 
Texas statutes, still if such insurance 
broker receives his compensation from 
the insurance company for placing the 
insurance with it, the law is violated 
by the company; if the broker is act- 
ing for a customer in placing the in- 
surance, the services which he per- 
forms are services for his customer. 
The company, of course, is compelled 
to charge the customer the uniform 
rate for insurance, and if in addition, 
it pays the broker for services which 
were in reality rendered to his cus- 
tomer, then the company is guilty of 
rebating and discrimination, as defined 
by the statutes of this State. 





NEW ROCHESTER FIRM 

The firm of Lowenguth, Dineen and 
‘Hock has been formed in Rochester 
with a capital stock of $25,000. The 
new firm will sell all kinds of insur- 
ance except life insurance. The direc- 
tors are Louis E. Lowenguth, Fred M. 
Lowenguth, Edward B. Dineen and 
Louis C. Hock, all prominent in in- 
surance circles in Rochester. Head- 
quarters will be maintained at 401 
Powers Building. 





NEW KANSAS FIRE COMPANY 
The Majestic Fire Insurance Com- 
pany of Kansas has been granted a 
charter with a capitalization of $200,- 
000. The incorporators are: C. W. 
Barnes, formerly State Superintendent 
of Insurance; B. H. Bear, of the Bell 
Telephone Company, and Dr. F. H. 
Scholle, all of Topeka; E. F. Mc- 
Closkey and D. A. Ramsey, insurance 
men of Osage City, Kansas. 





TO GET RATE REDUCTIONS 

A certificate of business name of the 
“Expert Rating Bureau” was filed re- 
cently by Samuel Ginsburg, Abraham 
Ginsburg and George F. Rosewall with 
headquarters at 11 Bloomfield Avenue, 
Passaic, N. J. The business of the cor- 
poration will consist of’ investigations 
for reduction of fire insurance rates. 


Agent Registers Kick 


(Continued from page 12) 


Penn. 


And then some. If I was to guess at 
the reason,, I would guess that the 
‘Koon in the wood pile’ is the fact that 
the line has been written for years in 
non-board companies. I can point out 
innumerable similar cases. 

“I fully expect if you publish this 
letter, I will receive what some ‘trust’ 
man deems is coming to me. Very well, 
it is a free country and since we are 
not ‘dogs’ we don’t have to wear 
muzzles. 

“If some one thinks it is coming to 
me and you give them space, please be 
kind enough to furnish me copies so I 
can take what is due me. 


Companies Represented 


“In regard to what companies I rep- 
resent I beg to call your attention to 
the following list. I now represent and 
have represented these prior to April 1, 
1916. I took on the North River Insur- 
ance Co. in July, 1915, and the other 
companies I have had for years: Alle- 
mannia, of Pittsburgh; National, Ben 
Franklin, Capital, Northern, of New 
York; Milwaukee Mechanics, Dubuque 
Fire & Marine, Michigan Commercial, 
Phenix of Paris, Northwestern National 
and the North River. 

“These are all of the ‘stock compa- 
nies’ I represent. I have a number of 
‘mutuals’ but don’t think that the ‘In- 
surance Trust’ is scared of them.” 





PARCEL POST INSURANCE 


Payment for damage to the contents 
of parcel post packages insured by the 
Government has heretofore been limi- 
ted to irreparable damage, but by an 
order of the postmaster general just 
issued, the postal regulations are 
amended to permit the payment of in- 
demnity for partial damage also. 





SUES FIRE COMPANY 


Following an acquittal for arson 
Lcuis Volpe has entered suit against 
the Delaware Underwriters for $1,080 
and Joseph Bogovitch, Wallington, N. 
J.. is suing the Westchester Fire and 
the Northwestern National $1,750 each 
under policies carried in these respec- 
tive companies in connection with the 
same fire. 





JOSEPH C. HUGHES DEAD 


Joseph C. Hughes, treasurer of Wil- 
cox, Peck & Hughes died at his sum- 
mer home in Littleton, N. H., On Sun- 
day of acute indigestion. 

Mr. Hughes was well known in the 
business as an expert marine average 
adjuster. He was 70 years old, a bach- 
elor and lived with two sisters in 
Brooklyn. 


NEW YORK’S ALARM SYSTEM 


TO BE COMPLETED NEXT YEAR 








Will Cost $3,000,000 and Double Pres- 
ent Capacity—Covers Only 
Manhattan 





Manhattan’s present decrepit fire 
alarm system will have disappeared 
and an entirely modern $3,000,000 equip- 
ment will have taken its place by the 
middle of next year. This announce- 
ment was made by Commissioner 
Adamson, who since his appointment 
has been studying the problem. 

So far six contracts have been 
awarded for the construction work. On 
August 31 another will be given out 
by the Commissioner. That will leave 
only three other contracts—for posts, 
boxes and central office equipment— 
to be dealt with before the system, 
which will cut down insurance rates 
throughout the city and double the effi- 
ciency of the Fire Department, is in- 
ttalled. 


For the past twelve years property 
owners have protested continually 
against the inadequacy of the present 
alarms. When the new system is put 
into operation 1,760 red street lamps 
will glow in Manhattan, instead of the 
present 800. Citizens will have to go 
a much shorter distance to turn in 
alarms, and thereby the property loss 
from fire will be decreased materially. 

Only ten street boxes will be at- 
tached to any one circuit. Each fire 
house will be connected with the cen- 
tral office by circuits wholly indepen- 
dent of the alarm box circuits. The 
chief of the department, his deputies 
and battalion chiefs and the insurance 
patrol will receive the alarms at all 
hours. Alarms will also ring in the 
high pressure pumping stations through- 
out the city and direct connections 
will be established with all boroughs, 
as well as Blackwell’s, Randall’s and 
Ward’s islands over the bridges. This 
will do away with the unsatisfactory 
under-river cables. 


The positions of the boxes on the 
streets have been chosen by the heads 
of the Fire Department after consulta- 
tion with the fire risk expert of the 
New York Board of Fire Underwriters. 


Much of the field work of construc 
tion is now under way. In the other 
boroughs efforts are being made to 
improve the efficiency of the fire alarm 
system as rapidly as possible. A new 
system will be installed in one-third 
of the Borough of Brooklyn and a 
plan for a ten-year improvement in the 
Bronx is being drafted. 

Credit is given by Commissioner 
Adamson to his chief of the Fire Alar~ 
Telegraph Bureau, Putnam A. Bates, 
for the work he has done toward ar- 
ranging the new system. 





Explosion Insurance 
Covering Warehouses 
(Continued from page 12) 


special inventory or appraisement of 
the undamaged property shall be re- 
quired. If this policy is divided into 
two or more items, the foregoing shall 
apply to each item separately. 
Attached to and forming part of 
Policy No. ...... OF Wick cuscxctesave 
of 





123 William Street 





E. F. FLINDELL 


Telephone John 2330 
Business Bound Throughout Oe United States and Canada 


The Scottish Union and National Insurance Company 


New York City 





HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE, CO., Pittsburgh, Pa. 
CAPITAL FIRE INSURANCE CO., Concord, N. H. 


NEW YORK STATE DEPARTMENT 








PERCY B. DUTTON, Manager, Rochester, N. Y. 
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EXPLOSION IN AUTO RISKS 


WHY A DANGEROUS FEATURE 





No Way to Define Liability—New 
Features An Experiment—Broad 
Coverage Impossible 





The difficulties which automobile un- 
derwriters are experiencing with their 
forms of coverage emphasize the need 
of extreme ¢are in dealing with new 
hazards. The automobile risk, though 
written by marine and fire companies 
possesses peculiarities all its own. In 
underwriting certain of these features 
there has been much experimenting. 


At the present time, the problem of 
explosion is largely to the fore. Some 
attempts have been made in the past 
to deal with this coverage, not always 
happily. The earlier forms as a rule 
excluded rupture of fly-wheel and explo- 
sion of tires from the peril insured 
against; but recently a form has ap- 
peared covering simply “explosion”. 
The fact is, to draw a clause insuring 
against explosion, a machine which is 
itself operated by explosion, is a very 
delicate task. The old fire insurance 
question of what constitutes a “hostile 
fire’ is likly to prove a sweet, un- 
troubled dream of harmony in com- 
parison with the question, what con- 
stitutes a hostile explosion in a gas 
motor. 


Some of the Difficulties 

So also, other perils attendant upon 
the operation of motor vehicles, have 
given rise to many interesting insur- 
ance questions. In its beginning, auto- 
mobile underwriting was simply a com- 
bination of marine and fire coverage; 
but the fickle motor car has more ways 
of destruction than by burning in the 
orthodox fashion. Hence arises the 
desire to extend the coverage offered; 
ard with it come the many complicated 
problems attendant upon the introduc- 
tion of unaccustomed forms and word- 
ings. 

So long as underwriters were able 
to keep within the letter of established 
marine and fire forms, they could be 
reasonably certain where they stood. 
The marine policy, however awesome 
its phraseology may be to the uninitia- 
ted, is in the certainty of its interpreta- 
tion perhaps the best established of all 
insurance forms. The standard fire 
policy, though more hardly dealt with 
than the marine, and complicated as 
it has been in this country by the stray 
thoughts of forty-odd State jurisdic- 
tions, is now fairly well defined. But 
in the undiscovered country of new 
hazards and unheard of forms, no such 
security exists. 

Trying to Cover the Risk 

In some quarters there is a tendency 
to meet the situation simply by enu- 
merating as briefly as possible all the 
imaginable ills which may afflict the 
motor car, and insuring against them 
in the unqualified lump. The under- 
writer himself of course knows the 
limits of the risks which he desires to 
cover. Likewise, he knows a dozen or 
so variegated risks which he is most 
anxious to let alone. But he forgets, in 
drawing his clause, that he must deal 
not only with his own lucid understand- 
ing, but likewise with the turbid in- 
tellects of his assureds and the courts. 

It is astonishing how tricky a thing 
is a “plain word” when it gets into a 
dispute, and especially into a court- 
room. A new policy form, after three 
or four courts of original and appellate 
jurisdiction have finished with it, is apt 
t» look like Mr. Dooley’s postscript to 
his book on “Woman”—for “dc” read 
“do not’; and for “is”, read “is not”, 
or “the Lord may know”. The under- 
writer may then derive such satisfac- 
tion as he can from calling the judge 
a mutton-head—and other things; but 
the help this gives to his loss ratio 
is little. 

The conclusion is, not that coverage 
should be refused against any legiti- 
mate hazard; but that it is imperat- 


‘Company Members in 


Middle Department 

(Continued from page 11) 
Allegheny Fire Underwriters 
Allemannia Fire 
Alliance 
American, Newark 
American Central, St. Louis 
American Eagle Fire 
American Und. Agency 
Arizona Fire 
Atlas Assurance Co. 
Atlas Underwriters 
Automobile Ins. Co., Hartford 
Ben Franklin Underwriters 
Birmingham Fire 
Boston 
British America Assur., 
British Und. Agency 
Buffalo German 
Caledonian-American 
Caledonian Insurance Co. 
California Fire 
Camden Fire Ins. Association 
Capital Fire of Concord 
Capital Fire of California 
Citizens’ Missouri 
City Ins. Co. of Penna. 
City of New York 
Cleveland National Fire 
Colonial Fire Underwriters 
Columbian National Fire 
Commerce Ins. Co., Albany 
Commercial Union Assurance 
Commercial Union Fire 
Cemmonwealth Insurance 
Concordia Fire 
Connecticut Fire 
Continental 
County Fire of Philadelphia 
Delaware Underwriters, Phila. 
Detroit Fire & Marine 
Detroit National & Fire 
Dubuque Fire & Marine 
Duauesne Und. Agency 
Eastern Underwriters 
English American Und. Agency 
Equitable Fire & Marine 
Exchange Underwriters 
Farmers’ Fire 
Fidelity-Phenix Fire 
Fire Association 
Firemen’s Fund 
Firemen’s Insurance, Newark 
Firemen’s Underwriters, Newark 
First National Fire 
Franklin Fire 
General Fire Assurance, Paris 
German Alliance 
German American, N. Y. 
German American Fire, Balto. 
German American, Pittsburgh 
German Fire, Baltimore 
German Fire, Peoria 
German Fire, Pittsburgh 
German Fire, Wheeling 
German Und. Department 
Germania Fire 
Germania Underwriters 
Girard Fire & Marine 
Girard Underwriters 
Glens Falls 
Globe and Rutgers 
Globe Underwriters’ 
Granite State 
Guaranty Und. Agency 
Hamburg-Bremen Fire 
Hamilton Fire 
Hand in Hand Underwriters 
Hanover Fire 
Hartford Fire 
Henry Clay Fire 
Hibernia Underwriters 
Home, New York 
Home Underwriters 
Humboldt Fire 
Imperial Assurance Co. 
Ins. Co. of North America 
Ins. Co. State of Penna. 
Jersey Fire Underwriters 
Keystone Underwriters 
Law, Union & Rock 
ue. & L. & G., England 
L & L & G., New York 
London Assurance 
‘London and Lancashire 
London Underwriters’ Agency 


Toronto 


Agency 








ively necessary for the good of all 
branches of the business, that * under- 
writers approach the handling of new 
forms with due caution and mutual 
deliberation, rather than in a spirit of 
rash rivalry in individual daring. 


Lumberman’s Insurance 
Marquette National Fire 
Massachusetts F. & M. 
Mechanics’ 

‘Mechanics’ & Traders’ 
Mercantile F. & M. Und. Agency 
Mercantile Ins. Co. of America 
Merchants Fire, N. Y. 
Michigan Commercial Fire 
Michigan Fire & Marine 
Millers National 
(Milwaukee Mechanics 
Minneapolis F. & M. 
Minnesota Und. Agency 
National-Ben Franklin Fire 
National Brewers’ Ins. Co. 
National Fire, Hartford 
Nationale Fire, Paris 
National Union Fire, Pittsburgh 
Netherlands Fire & Life 
Newark Fire 

Newark Fire Und. Agency 
New Brunswick Fire 

New England Underwriters 
New Hampshire Fire 
New Haven Und. Agency 
New Jersey Fire 

New Jersey Fire Und. 
New York Und. Agency 
Niagara-Detroit Und. 
Niagara Fire 
Nord-Deutsche 

North Branch Fire 

N. B. & Mercantile, Eng. 
Northern Assurance 
Northern Insurance, N. Y. 
North River Fire 
Northwestern National 
Northwestern Und. Agency 
Norwich Union Fire 

Ohio Farmers’ 

Old Colony 

Orient 

Palatine 

Patriotic Assur. 
Pennsylvania Fire 
Peoples National Fire 
Petersburg Sav. & Ins. Co. 
Phila. Underwriters 
Phenix Fire, Paris 
Phoenix Assurance 
Phoenix, Hartford 
Phoenix Underwriters 
Pittsburgh Fire 
Pittsburgh Underwriters 
Providence Und. Agency 
Providence-Washington 
Prussian National 
Prussian National Und. 
Queen Insurance 

Reliance 

Rhode Island Insurance 
Richmond Fire 
Rochester-German 

Royal Exchange Assur. 
Royal Insurance 

St. Paul F. & M. 
Safeguard Insurance 
Scottish U. & N. 

Security, New Haven 
Springfield F. & M. 
Standard Fire, Hartford 
Standard Fire, Trenton 
State Assur., Limited 
Sterling Fire 

Sun Insurance Office 

Sun Und. Agency 

Svea Fire & Life 
Teutonia Fire, Allegheny 
Teutonia Fire, Dayton, O. 
Union Assurance Society 
Union Fire, Paris 

Union, Pittsburgh 

United Firemen’s 

United States Fire 
United States Und. 
Urbain Fire 


Virginia F. & M. 


Vulcan of N. Y. 
Westchester Fire 
Western Assur., Toronto 
Western Ins., Pittsburgh 
Williamsburgh City Fire 
Wisconsin Und. 
Yorkshire 





GET PENNSYLVANIA CHARTER 

Among charters granted by Pennsyl- 
vania legislature during the past week 
was one to Mastbauam, Brown, Flei- 
sher, Inc., of Philadelphia, who will 
transact a general insurance business. 
Tke new concern has a capital of $10,- 
000. Theodore E. Brown of Philadel- 
phia is treasurer. 


VISITING IN THE EAST 
Fred C. Haupt, State Agent of the 
American Insurance Company of New- 
ark for Oklahoma, was in New York 
City last Saturday on his way to Buf- 
falo where he will visit relatives. He 
is on a vacation. 


WANTED 
POSITION 


Young man (33), with seven- 
teen years’ fire insurance ex- 
perience, nine years conducting 
an agency near New York, 
wants position with Home Of- 
fice of a company or agency, or 
will buy part interest in well- 
established agency. 


Address “LOCAL AGENCY” 


The Eastern Underwriter, 
105 William Street, New York 














WESTERN 


ASSURANCE Co. 
OF TORONTO, CANADA 


(Fire, Tornado, Ocean Marine 
and Inland Marine Insurance) 
UNITED STATES BRANCH 

po anuary 1, 1916 $ 
OE ae eee: 2,747,815.34 
Surplus in United States...... 7309, Hee 
Total Losses Paid in United 
States From 1874 to 1915, 
a paebiniensbacthessabados 40,654,747.02 
BROCK, President 
w. B. MEIRLE, Vice-Pres. & Gen. Man. 








THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R, ar ag! WARFIELD, President 
eee HUBBARD, Vice-President 
ma JARVIS, Secreta 
WILLIAM MORRISON, Asst Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
100 WILLIAM STREET, NEW YORK 














VETTE 





First National Fire 


Insurance Company of the United States 
WASHINGTON, D. C. 


ROBERT J. WYNNE, President 
Statement January 1, 1916 
CAPITAL, $912,502 
RESERVE FOR ALL OTHER LIABILITIES, $523,785 
NET SURPLUS, $377,447 


JOHN E. SMITH, Semeteny 


ASSETS, $1,813,734 
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Casualty and Surety News 











MARYLAND TO STAND PAT 


PRES. STONE TAKES A HAND 








Company Resents Criticism of Its 
Action—Calls Plate Glass Ex- 
change Expensive and Inefficient 





(Special to The Eastern Underwriter) 


Baltimore, Aug. 30.—It is uncerstood 
here that the New York Insurance De. 
partment is holding the Maryland Casu- 
alty Co. responsible for the plate glass 
situation in New York. This attitude 
is strongly resented by the Company 
and it is understood that President 
John T. Stone has taken the matter up 
personally and purposes to stand pat 
on the position the Maryland has al- 
ready taken. 

Makes Counter Charges 

According to information obtainable 
here, the Maryland Casualty does not 
take a defensive attitude, but makes 
counter charges concerning the conduct 
of the Plate Glass Exchange and the 
practises in the business in New York. 
It is charged that irregular practises 
are going on and have been going on 
for years. The expense of conducting 
the Plate Glass Insurance Exchange is 
said to be excessive and out of propor- 
tion to the benefits, and this is given 
as the immediate reason why the Mary- 
land resigned. 

The Exchange is called inefficient 
and the Maryland is determined not to 
be bound by agreements that certain 
people engaged in the plate glass busi- 
ness in New York cannot be made to 
keep. The Company claims to have 
been at a great disadvantage because 
of the unscrupulous action of certain 
o2 its competitors in the New York 
field. It is charged that certain mem- 
bers of the Exchange couldn’t be made 
to keep any set of rules, agreements or 
regulations. 

To Stand on Its Rates Too 

The Maryland intends to hold its 
position on the rate question too. It 
maintains that the rates it has filed 
with the New York Insurance Depart- 
ment are adequate and it invites an 
investigation of the sufficiency of these 
rates. It charges that the companies 
that want to raise the rates on this 
business are those that figure by 
this means to reimburse themselves 
for heavy losses in the past. The Mary- 
lend says it doesn’t have to so reim- 
burse itself and that it can accordingly 
give plate glass insurers the advantage 
of this indifference. 

The New York Insurance Depart- 
ment takes the stand that the demor- 
alization in the plate glass business is 
threatening to extend to other branch- 
es of the business and it wants all the 
ccmpanies to conform to the decision 
of the majority. 





J. J. OYNEILL MAKES CHANGE. 





Becomes Assistant Superintendent of 
Plate Glass and Burglary Depart- 
ments of L. & L. Indemnity 





The London & Lancashire Indem- 
nity Co. has appointed John J. O’Neill 
assistant to Richard Hollingsworth, su- 
perintendent of the plate glass and bur- 
glary departments at the home office of 
the Company. 

Mr. O’Neill has been connected with 
the Casualty Company of America for 
the past eight years and for a consid- 
erable part of that time has been under 
the tutelage of Jose N. Ferrer, super- 
intendent of the plate glass department. 
While in the plate glass department 
Mr. O’Neill handled important field as- 
signments and latterly in the capacity 
of special agent for the metropolitan 
district has acquired a general knowl- 
edge of all casualty lines. 


CHANGE GLASS RATES AGAIN 





Exchange Restores Old Scale of 
Manual Less 25 Per Cent.—Meet 
Maryland’s Stand 





The threatened demoralization of 
plate glass insurance business in New 
York State outside of Greater New 
York, which was supposed to follow the 
meeting of the Plate Glass Insurance 
Exchange this week, did not material- 
ize. The resignation of the Maryland 
Casualty had been received but was not 
acted upon. 

In view of the expectations of a live- 
ly meeting, it was a disappointment in 
that particular. The insurance depart- 
ment, which has been taking an active 
part in the developments in this class 
of business recently, was not even rep- 
resented. 

The action of the Exchange was ef- 
fective, however, in settling matters for 
the present. The manager was instruct- 
ed to withdraw the manual rates as 
filed with the insurance department and 
to file the rate of manual less 25 per 
cent. This meets the stand of the Mary- 
land Casualty. Fourteen votes were 
cast for the carrying out of this pro- 
gram and six against. The new rates 
are effective to-day. 

No action was taken in regard to 
regulating commissions in the territory. 

The following resolution was adopted: 

“Whereas the Superintendent of In- 
surance of the State of New York has 
expressed the determination to require 
the companies to furnish his depart- 
ment with experience from which ade- 
quate rates for plate glass insurance 
in the State of New York, outside of 
Greater New York, may be determined, 
resolved that the committee of five 
heretofore appointed be requested to co- 
operate with the insurance department 
to that end.” 





ADVERTISING RIVALRY 





Competing Companies Engage in 
Spirited Contest With Printers’ 
Ink, at Space Rates 





Since the Black Tom explosion when 
plate glass insurance “broke” all over 
the front page of the daily newspapers, 
there has been considerable spirited 
advertising rivalry among some of the 
casualty companies to “grab” the ex- 
cellent publicity possibilities of the oc- 
casion. 

There was quite a contest on for a 
few days, during which the combatants 
hurled printers’ ink generously at space 
rates. The medium through which this 
battle royal was conducted could view 
the affray with complacency, taking 
sides with no one, but urging all hands 
to use bigger, heavier, more deadly 
block type, the kind that covers lots 
of space. 


COLEY CHANGES TO TRAVELERS 

W. A. Coley, of the New Amsterdam 
Casualty, has gone with the Travelers 
as of today as a special agent attached 
to the New York office of the Company. 
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Condemns Methods 
Used by State Funds 


AGAINST PUBLIC WELFARE SAYS 
“LABOR WORLD” 


Union Labor Paper Analyzes Methods 
of Competition in Workmen’s 
Compensation Insurance 








The formation of State Funds for the 
purpose of writing workmen’s compen- 
sation insurance is condemned by the 
“Labor World,” of Pittsburgh, as in- 
jurious to the public welfare. This 
representative publication of organized 
labor calls the operation of these State 
Funds a “vicious monopoly” and con- 
demns the methods by which the State 
Funds drive the casualty companies 
out of business as is being attempted 
in Ohio. The “Labor World” says: 

“We state most emphatically that 
we are opposed to any law that will 
prohibit private business concerns, such 
as the casualty insurance companies 
from competing against the State when 
it decides to go into the business. 
This we claim, is an interference that 
will be inimical to the very interests 
of the employers, the wage workers, 
and the public. 

Protective Features Mean Cut Rates 

“Let us take a few conditions, ‘pro- 
tective’ of the State compensation fund 
of New York State. At the very offset 
this fund is established by a demand 
on the taxpayers to furnish a large 
appropriation to pay the expenses of 
the fund for a number of years. This 
enables the State Fund to ‘cut rates’ 
to the disadvantage of the private busi- 
ness man. One of the leading insur- 
ance authorities in the country refer- 
ring to this method of establishing the 
State Fund says: , 

“*This mulcting of the taxpayers for 
the benefit of one class—the relatively 
small number of employers insuring in 
the State Fund—amounted during the 
first 18 months of the fund’s operation, 
according to its published financial 
statement, to 14.3 per cent. of the 
earned premiums, which figures at 
$273,785.88. During the same period 
the State Fund reports that it paid 
$347,541.45 in dividends to its policy- 
holders, therefore approximately 80 per 
cent. of these alleged dividends were 
made possible solely by the reason of 
the big cash subsidy legally—but un- 
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justly appropriated from the public 
treasury.’ 

“What we claim is the fact that the 
foregoing condition is an unjust handi- 
cap placed on private enterprise; such 
injustice, we further claim, is imposed 
on the taxpayers at large inasmuch as 
they have to pay for a method that 
aims at ‘putting out of business’ a 
class of business men, by fostering a 
monopoly that so far has not been 
proved to be of any greater benefit to 
the wage workers than a full and free, 
and fair competition between the pri- 
vate companies and the State Fund 
would have yielded. 


Free From Taxes and Other Handicaps 

“It is still further claimed that the 
State Fund must be free from taxes, 
and other expenses imposed on private 
companies; still further the State Fund 
is not required to give any financial 
guarantee ‘back of its contracts,’ and 
thus the law provides that the State 
Fund can offer another bribe so that 
those who pay their good money into 
the State Fund shall forever be re- 
lieved from all liability for personal 
injuries or death sustained by their 
employes. 

“The State Fund is a law of itself; 
it assumes no guarantee, nor obliga: 
tion and its books and methods are 
beyond investigation or inspection ex- 
cept by those who are directly con- 
nected with and concerned in the 
operation of the fund. 


“There is also a striking illustration 
of the unfairness of the law in Ohio 
relative to giving private companies a 
‘square deal’ with the State Fund. In- 
surance outside of the State Fund can 
only be brought about by the employer 
applying exactly thirty days, before the 
semi-annual day each six months, for 
the privilege ‘of carrying his own risk, 
filling his financial statement, and, if 
granted the privilege, he must file a 
bond in the sum of $5,000 or more, and 
pay 5 per cent. of his estimated pre- 
mium into the State Fund in advance. 
As the casualty company gives broader 
protection and does not have the ex- 
penses of operation paid bythe State 
(as does the fund), to say nothing of 
the 5 per cent. paid in by self-insurers, 
its premiums are necessarily very 
much larger. Notwithstanding this un- 
equal and unfair condition a very sub- 
stantial percentage of the payroll of 
the State of Ohio is represented by 
self-insurers who have insured the 
benefits under the law in casualty com- 
panies as above indicated. 

“Even the foregoing handicap does 
not seem to be heavy enough for the 
satisfaction of the State Fund mon- 
opoly advocates, in as much as they 
are preparing to have a law enacted 
in Ohio establishing a complete and 
iron-bound monopoly that will be in- 
vulnerable to competition. 


LIEUTENANT VAN HORN 
Fred H. Van Horn, who has been in 
the compensation department of the 
New York office of the Travelers but 
resigned that position in June to go to 
Plattsburg Military Camp, took his ex- 
aminations last week for a second 

lieutenancy in the regular army. 
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BONDING SEASON STARTING 


ELECTION WILL BOOM BUSINESS 





Companies Begin Preparations This 
Week to Get Long Term Bonds of 
Presidential Election Year 





Bonding companies this week are 
starting campaigns among their agents 
for the lage amount of public official 
business which will result from the fall 
elections this year. That the compet- 
ition for this business will be keen is 
indicated by the following circular 
which was sent out by one of the com- 
panies to its agents: 

“We have endeavored to impress upon 
our agents the necessity for a care- 
fully planned and conducted campaign 
to secure the large amount of public 
official business which will result from 
the fall elections this year. Taking 
full advantage of this Opportunity will 
result in placing on your books bonds 
which will run for terms of two, four, 
and in some cases six years. You can 
readily understand the advantage of 
securing this long term business which 
obviates the necessity of soliciting re- 
newals each year and requires only the 
charging up and collecting of premiums. 

“We hope that our suggestions have 
not been overlooked, but that you have 
already taken positive action to make 
a full canvass of the public official busi- 
ness which will be available in your 
territory. The plans of your compet- 
itors—the agents of other companies— 
have undoubtedly been formulated to- 
ward this same end and they are now 
putting their plans into action which 
they intend shall, if possible, land them 
business which rightfully belongs to 
you. You can hold your own with them 
only by getting early in touch with the 
candidates and nominees as soOn as 
they are known, even though the elec- 
tions and the primaries are not to be 
held for some time to come. ‘You can 
find immediate field for your efforts in 
taking up with the present incumbents 
of office the question whether they in- 
tend to be candidates for re-election. 
In many cases you will find that they 
intend to run again and you can ob- 
tain from them promises of their bonds 
when the time comes. If they do not 
intend to become candidates again they 
will probably know who their success- 
ors are likely to be and you can fre- 
quently obtain from them much valu: 
able information which will put you on 
the track of candidates for office. 


“You will, of course, watch carefully 
the primaries, but we desire again to 
remind you that in many cases candi- 
dates who will run are known before 
the primaries actually take place and 
you should make a determined effort to 
find out who they are likely to be and 
secure from them the promises of their 
bends. This, of itself, however, is not 
enough to promise you full success, 
These first steps must be followed up 
pirsistently until you have actually in 
hand the necessary applications and 
have delivered the bonds.” 





PLATE GLASS RATES INCREASED 
Oswego, N. Y. Aug. 30.—Agents rep- 
resenting plate glass insurance compa- 
nies in Oswego, were notified that on 
September ist rates for plate glass in- 
surance would be advanced 25 per 
cent. Wight years ago the rate was 
made in Oswego for plate glass insur- 
ance which was subsequently reduced 
2& per cent. The present increase will 
re-establish the old rate. 





Jamestown, N. Y., has decided to 
carry its own compensation risk, as it 
has been doing for some time. Two 
years ago, the City of Jamestown 
made application to the industrial com- 
mission of the State for permission to 
assume payment of compensation direct 
to any of its employes without having 
payment secured in the State fund or 
any insurance company. This permis- 
sion was granted and is still in force. 


MARDEN PROMOTED 


J. W. Marden, who has been assistant 
manager of the plate glass department 
of the United States Casualty, for some 
time has been appointed by the Com- 
pany to succeed Harold G. Chase, who 
has resigned as of September 1, as 
‘manager of that department. Freder- 
ick E. Morse, formerly manager of the 
plate glass department of the New York 
office of the (Prudential Casualty, has 
been appointed to assist Mr. Marden. 





COOPER WITH GREAT EASTERN 


John L. Cooper, who has been con- 
nected with the New York office of the 
Travelers as compensation assistant, 
will go with the Great Eastern on Sep- 
tember 1 as a special agent for all lines. 
Prior to going with the Travelers in 
May, 1915, Mr. Cooper was manager of 
metropolitan automobile and accident- 
health departments of the United States 
Casualty, which position he had occu- 
pied for three years. 





BARRY AND WEBB TO SPEAK 


Announcement is made that Hon. 
James V. Barry, assistant secretary of 
the Metropolitan Life Insurance Com- 
pany, will respond on behalf of the In- 
ternational Association of Casualty and 
Surety Underwriters to Governor Hat- 
field’s address of welcome at the White 
Sulphur Springs convention. George D. 
Webb, of Chicago, will respond on be- 
half of the Agents’ Association. 


LATE COMPENSATION CLAIMS 


AWARDS MADE BY COMMISSION 





Summarization of Rulings Rendered in 
Past Four Weeks—Ten Claims 
Granted—Two Denied 





The Workmen’s Compensation claims 
decided by the New York State Indus- 
trial Commission in the past month 
are briefly tabulated as follows: 


Smith vs. Standard Accident 

The Astoria Marble Sawing Mills em- 
pioyed Francis F. Smith as an engineer 
at its factory at Astoria, L. I. Smith, 
while operating an engine attempted to 
push into place a hook on the engine 
which had become misplaced and the 
second finger of his right hand was 
caught resulting in the loss of use of 
one half of his middle finger. Smith 
ecntinued to work for three months 
after his injury and the reasons for his 
ceasing to work were not shown at 
the hearing. The commission awarded 
Smith $15 weekly against the Standard 
Accident, for fifteen weeks. 


Kennedy vs. U. S. F. & G. 
Joseph E. Kennedy, as general man- 
ager of the Kennedy Manufacturing 
and Engineering Co., a corporation 
menufacturing crushers and mining and 
cement machinery, had been sent to 
superintend the installation of some 








SURETY QUALIFYING POWERS 


According to the ruling of the United States Treasury Department, surety 
companies are accepted on one bond to an amount not exceeding 10 per cent. 


of combined capital and surplus. 


Following is given the list just issued by 


the Treasury Department, the figures being based on the statements of the 


companies for the June 30 quarter. 


Name of Company— 


National Sarety of New Yotk.......0.scccccsccere 
Sree 
Fidelity & Deposit Co. of Baltimore............ 
Aetna Accident & Liability Co. of Hartford.... 


American Surety of 


Fidelity & Casualty Co. of New York 
U. S. Fidelity & Guaranty Co. of Baltimore 


Maryland Casualty Co. of Baltimore............ 
Massachusetts Bonding & Insurance Co. of Boston.. 


Royal Indemnity Co. of New Yor 


New Amsterdam Casualty Co. of New York..... 
Hartford Accident & Indemnity of Hartford.... 
Globe Indemnity Co. of New York.............-. 
Lendon & Lancashire Indemnity of New York. 


United States Guarantee of New York.......... 
American Indemnity of Galveston.............. 


Southern Surety Co. of St. Louis................ 
International Fidelity of Jersey City........... 
+Casualty Co. of America of New York......... 
Pennsylvania Surety Co. of Harrisburg......... 
*Equitable Surety Co. of St. Louis.............. 
*{New England Equitable of Boston............ 


American Bonding Co. of Baltimore....... 
American Fidelity Co. of Montpelier, Vt.. 
Chicago Bonding & Surety Co. of Chicago... 


"iTitle Guaranty & Surety Co. of Scranton..... 
"Tilineis. Surety Co. of CRICAQD......ccccescvesss 


Totals 











Limit on any one 
bond 10% of 





Capital. Surplus. cap. & surp. 
gonadal $3,000,000 $3,642,356 $664,235 
atrancabih 5,000,000 1,559,172 655,917 
alem awa 3,000,000 1,924,423 492,442 
onesie 1,000,000 3,188,807 418,880 

1,000,000 2,982,991 398,299 

2,000,000 1,359,642 335,964 
acanme 1,500,000 1,484,156 298,415 

1,500,000 5,200 196,520 
jensen 1,000,000 607 ,669 160,766 
oneewd 1,000,000 408,174 140,817 
bmn 800,000 520,758 132,075 
eoouun 750,000 497,379 124,737 

750,000 210,421 042 
250,000 600,326 85,032 
500,000 259,229 75,922 
ecu 600,000 159,292 5,929 
ieiwee 300,000 455,656 75,565 
en 750,000 —81,864 66,813 
<ounae 250,000 336,413 58,641 
a re 500,000 73,033 57,303 
ifoacens 1,000,000 —551,955 804 
375,000 2,184 37,718 
305,500 68,493 37,399 
250,000 10,839 26,083 
pe aan 250,000 —24,742 22,525 
renee? —Receiver appointed April 19, 1916— 
wind pant $27 630,500 $20,158,061 $4,778,856 


*Ceased writing surety business, tCapital impaired. 





SURETY ano 








A Progressive 


Company 


CASUALTY 








machinery for the Confederation Con. 
struction Co., at Thorold, Ontario, Can., 
and while so engaged he slipped and 
fell on a plank runway, receiving a 
fractured head and contusions of both 
arms, and both sides of his chest 
which disabled him for a long period 
cf time. The injuries to his arms have 
left permanent defects which prevent 
him from doing his former work. The 
Kennedy Manufacturing & Engineering 
Co. went out of business and Kennedy 
leased certain patents which he con- 
trolled to a new firm which he organ- 
ized, receiving a royalty of $500 per 
month therefor. His former salary had 
been $1,000 per month and he sought 
compensation on the grounds of de- 
creased earning power. Kennedy was 
avarded $13 per week against the 
United States Fidelity & Guaranty, 
insurance carrier, for 12 weeks and the 
claim was continued for further hear- 
ing. 
Eley vs. Zurich Accident 


The Automobile Club of America em- 
ployed William Eley as an elevator 
man at 242 West 55th St., New York 
City. He tried to take an automobile 
off an elevator unassisted and sustain- 
ed a hernia. He was able to work 
scme days after the accident but finally 
went to the hospital where he was 
operated upon. He was disabled from 
working for eight weeks. The Zurich 
General Accident and Liability will pay 
the award of the commission of $6.50 
rer week for six weeks. 


Cohen vs. Zurich Accident 


Peter Cohen was employed by Roth- 
stein & Pitofsky as an operator on 
cloaks and suits. On his way to work, 
Cchen slipped and fell over a box and 
at the time of the hearing had been 
disabled for 28 weeks and was sstill 
not able to resume work. Award was 
made against the Zurich General Acci- 
dent & Liability for $15 per week for 
26 weeks, and the claim continued for 
further hearing. 


Shayne vs. Standard Accident 


The American Cap Fronts Manufact- 
uring Co. employed Morris Shayne as a 
eutter and machine operator and, when 
engaged in cutting some goods on a 
machine, his little finger of his right 
hand was caught on the top of the die 
and crushed. The Commission award- 
ec Shayne $11.54 weekly for 7% weeks 
against the Standard Accident. 


Robillard vs. Zurich Accident 

George Robillard was a plasterer em- 
ployed by Charlebois & Beline on some 
construction work at Fulton, N. Y., 
when a scaffold gave way and he was 
thrown eighteen feet to a cement floor, 
one of the boards striking him in the 
back and causing injuries to the back, 
left hip and thigh. As a result, Rob- 
iilard was disabled for 16 weeks and 
was still unable to work at the time of 
the hearing. The Commission award- 
ed Robillard $15 per week against the 
Zurich General Accident & Liability 
for 16 weeks and the claim was contin- 
ved for further hearing. 


Smith vs. Aetna Life 

Anna E. Smith was employed as an 
alternative hand by Louis Gold, who 
was engaged in the business of retail- 
ing ladies’ specialities and while climb- 
ing the stairs on the employer’s prem- 
ises, she fell and broke both bones of 
her left leg, becoming disabled for 13 
weeks. The award given her by the 
Ccmmission against the Aetna Life was 
$5 13 weekly for 13 weeks. 

Hall vs. Zurich Accident 

‘Harry Hall was employed in the pub- 
lic garage of G. Pallotte at 125 West 
6lst St., N. Y. City, as general utility 
man and while engaged in bringing the 
ash cans from the basement of the build- 
ing occupied by his employer through 
an iron covered hole, the door of the 
hole fell and fractured the bone of his 
right hand causing him to be disabled 
for 6 weeks. The Commission award- 
ed him $9.11 weekly for 4 weeks 
against the Zurich General Accident & 
Liability. 
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That the accident and 

Encourage health business can be 

Advance more profitably conduct- 

Premiums ed both for the agent 

and the company is the 
siatement of the Commercial Casualty 
in the current issue of “Candor,”.which 
says: 

“I find in my experience as superin- 
tendent in the industrial, health and 
accident department that premiums col- 
lected farthest in advance make for 
the greatest success in our business. 

“Annual premiums stand first and 
ale the one best forte for decreasing 
the lapse ratio. Therefore, I continu- 
ally urge my men to bear this fact in 
mind. It is all nonsense to say that 
you canvassed the risk on a monthly 
-tasis and you know he cannot pay 
ctherwise. 

“Every company offers special in- 
ducement for the payment of annual 
premiums, and, without a doubt, you 
failed to properly explain this to the 
prospect. A good time to explain this 
feature is when placing or delivering 
the policy, and any agent would be 
surprised at the number of persons who 
are interested immediately. Then, 
again, many who are not in a position 
to make an annual payment would 
willingly pay quarterly, at least, for 
the reason that they do not care to 
have the collector call monthly. 

“Many agents, through habit or want 
of nerve, sell almost exclusively the 
dollar-a-month policy, believing no 
larger amount of money exists. Such 
men will continue to stand still and 
have the customary troubles which re- 
sult from the public not understanding 
the limits of the dollar policy. Present 
a good policy to your prospect first, 
then, if he insists, explain the cheaper 
ccutracts, but constantly point out the 
superior features of the best one, 
which in many cases is the one he will 
fivpally decide on taking, and there also 
will be less chance of his letting it 
lapse-—but that is another story. 


“Another practice for the successful 
agent to follow is to collect an extra 
payment or two on finding a policy- 
holder flush. A little advice from the 
agent at this time, so that should he 
get out of work his insurance would 
be paid for and he would not lose it, 
would bring about the desired result 
ard by so doing a clever agent could 
at any rate keep most of his policy- 
holders paid from two to six months 
in advance.” 

* * = 
New angles on the re- 
Putting cent International Sales- 

“Man” in manship Congress in 

Salesmanship Detroit are continually 

arising. The following 
comes from W. G. Curtis, president of 
the National Casualty: 

“Who puts the Man in Salesman? 
Very recently there were gathered 
here in Detroit many of the biggest 
salesmen of the United States. Sales- 
men came from every section of the 
country, and they were all successful. 
Some had graduated from the actual 
rank of salesman, like Redfield, Secre- 
tary of the Interior; Chalmers, presi- 
dent of the Chalmers Motor Company, 
and Macauley, president of the Pack- 
ard Motor Company; and many others, 
tut they still claimed to be salesmen, 
and they talked salesmanship from end 
to end. It was worth any man’s time 
to listen. It was worth much more 
than any salesman’s time, for he could 
learn and apply immediately. But 
everything that’ was said, only brings 
us back to the fact that it is the Man 
in Salesman that counts in the long 
Tun. 

“The question of who puts the Man 
in Salesman is not hard to answer, be- 
cause the man himself does it. If he 
isn’t a real man, he will never be a 
real salesman. He may succeed for a 
time, but in the end he must fail. 

“It was pointed out, and the argu- 


Special Talks With Local Agents 





ments were driven home with much 
vigor, that to-day differs from the past, 
in that what would do then will not do 
now. Time was when a salesman 
could be irregular, both in personal 
conduct and in business. It was rather 
the rule than the exception, but it isn’t 
sc now. A salesman must be honest, 
not only in what he says but what he 
dces. He must win public confidence. 
He must be of exemplary habits. He 
must maintain reasonably good appear- 
ance, for that is an asset. He must 
choose good associates, for a man is 
judged to some extent by the company 
he keeps. He must be educated, par- 
ticularly with regard to the wares he 
has to sell. He must tell the truth, 
and only the truth, about what he has 
to sell. He must be urbane and con- 
siderate. He must regard himself as 
a depository of public confidence, and 
he must not abuse it. He must hold 
his personal integrity on a par with 
that of his banker, or the big mer- 
chant, because he is constantly asking 
to be entrusted with public confidence, 
and such a trust is immeasurably be- 
yond the trust of a few dollars. 

“You men in the field are salesmen, 
and the quality of your salesmanship 
will depend absolutely upon how much 
of the man you put in. If nothing but 
true manliness is indulged, if none but 
sterling qualities are permitted, then 
ycur success must be greater and last- 
irg. The public will always buy more 
quickly if it knows just what it is buy- 
ing, and that it is approached by a 
salesman who. is a thorough man and 
proves it on every occasion.” 

* * ce 


Citing the successes of 
Gains From great men of the past who 
Devotion to have devoted themselves 
Principle to a principle, Clarence L. 
Ayres, president of the 
Northern Assurance, of Detroit, says in 
a message to his Company’s agents: 
“Devotion to a cause or principle is 
the most valuable attribute of human 
nature. It has accomplished all the 
vorth-while things in the progress of 
the human race. Through the martyr- 
dom of Socrates, it has established for 
all times the immortality of the soul; it 
made Plato and Aristotle the greatest 
teachers and philosophers of the an- 
cients; it made Rome the most power- 
ful nation of the pre-Christian era; it 
planted Pilgrims at Plymouth Rock; 
and gave birth to the greatest nation 
the world kas ever known. It made 
a Washington; a Lincoln; a Grant;— 
and in our immediate times—a McKin- 
ley and a Roosevelt. It has made Edi- 
son the wizard of electricity; and Ver- 
ville the master of aerial navigation; 
it made James J. Hill the empire build- 
er of the northwest;—indeed, no not- 
able thing or worth while achievement 
has ever been accomplished without a 
cause, nor without devotion to a prin- 
ciple. Poor indeed is the man who has 
rot a cause, and who does not possess 
ecvotion to a principle. He is like a 
ship without a rudder—the engines 
and machinery of activity will pound 
to no purpose;—their resonant sound 
will only indicate a poor attempt, the 
pretense of effort,—if he does not pos- 
sess the inspiration which can only be 
had in devotion to principle.” 
* + > 


W. E. Robertson, man- 

Man’s Greatest ager of the accident- 

Discovery— health department of 

Himself the New York office 

of the Massachusetts 

Bonding, says in the current issue of 

the “Co-ordinator,” the Company’s pub- 
lication: 

“Why cannot I build up as large 
a volume of business as Agent Jones? 
Can you tell me of any definite 
plan to follow, which w.1 insure my 
success as an accident and health 
solicitor? These and many similar in- 
quiries are put to me from time to 
time, and while they are more easily 
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AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 


W. E. SMALL, President 


HEALTH LIABILITY 
ELEVATOR TEAMS 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 
General Manager 








Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, 


F. J. WALTERS 
Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 





ENGLAND 








HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec. 








Boiler Insurance; Fly Wheel Insurance. 





The Fidelity and Casualty Company of New York 


Metropolitan Office—92 William Street 


SEMI-ANNUAL STATEMENT JUNE 30, 1916 
ED Sdu ch Gannavadcumsdaenaeshesdeoes 
DED gondecncswessicensdeeougecse 
RD ac0¢nbcemsdusinseawensnhitnsnbeea 
Surplus over all liabilities ........ 
Losses paid to June 30, 1916 ........ 


This Company issues contracts as follows: 
Health and Disability Insurance; Burglary, Larceny and Theft Insurance; Plate Glass In- 
surance, Liability Insurance—Employers, Public, Teams (Personal Injury and Property 
Damage), Automobile (Personal Injury, Property Damage, Collision, Fire and Theft), 
Physicians, Druggists, Owners and Landlords, Elevator, Workmen’s Compensation—Steam 


pails annanicasisesrecioianaeee 
villain tembsdidutedie 3,014,186.62 
050.85 


eee ee ee eee ee CeCe e ere eee e. > Ps 


- - -$13,129,602.70 
"9,115,416.08 





Fidelity Bonds; Surety Bonds; Accident, 








arswered in person, nevertheless, a few 
general remarks may be beneficial to 
some of our men in the field. 

“A great many failures may be attri- 
buted to lack of concentration and a 
desire to do big things—collect large 
premiums—unmindful of the fact that 
the little things well done, rapidly de- 
velop into great accomplishments. 

“It has been my experience, that the 
man who realizes he has a weakness 
and makes an honest and persistent 
effort to find that weakness and correct 
it, is on the road to success. Man’s 
greatest discovery is the discovery of 
himself. Once he has found himself 
and come to the full realization of his 
capabilities and deficiencies, he only 
requires determination to reach his 
goal. Determination is the result of a 
favorable mental attitude, and it is 
through this power that our destiny is 
controlled. 

“Having found yourself, it is of ut- 
most importance that you bring into 
play that indispensable quality, con- 
centration. As you must grow through 
your strength and not your weakness, 
it behooves you to correct your weak- 
ness by concentration of thought on 
what you.can and will do. 

“Constant thought of what you can- 
rot do will dull your appreciation of 
your own ability. Concentration is 
persistent effort, and your success will 
be measured by your doing one thing 


well and doing that same thing better 
every day. 

“Of course, it is essential that you 
love your work, if you are ever going 
to attain any great degree of success. 
You must have implicit confidence in 
the ‘contracts you are selling and the 
company back of them. You should 
apply yourself to the various forms, 
until you become so well versed in all 
the conditions of coverage, that you 
can answer all questions. A prospec- 
tive purchaser loses faith when he dis- 
covers that the salesman is not wholly 
familiar with the goods he is selling. 

“It is also vitally important that you 
realize fully how necessary it is for 
every man to safeguard the greatest 
asset he has in life, ‘his time.’ De- 
prived of this asset, through physical 
disability, his income must necessarily 
be curtailed and he may become a bur- 
den to those whom in good health he 
would have supported. 


“There is no line of insurance which 
offers a better opportunity to pyramid 
a large annual income than the acci- 
dent and health business. There never 
was a more opportune time to launch 
into this field, which has as yet hardly 
been scratched upon the surface. Op- 
portunity is knocking at your door. 
Don’t expect her to kick it down. Re- 
member that your success depends on 
your desire and your will power.” 
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An opportunity for rapid advancement is offered to men 
who are willing—and will. 
FOR AGENCY CONTRACTS ADDRESS 


H. M. HARGROVE, Vice-President 
BEAUMONT, TEXAS 







































ANSWER: 


FIRS 

Policy, will be paid. 

face of the Policy, will be paid. 
THIR 


TIMES the face of the Policy, will be pai 
BUT THIS 


WEEK throughout the riod of disabilit 


North 


Home Office, United Life Building - 





San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


U. $. Cash Assets, Dec, 31, 1914 $14,814,383.94 
Surplus, - - = 4,841,887.19 
Losses Paid by Chicago Fire, 187!  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire,1904  1,051,543.00 
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BANKERS LIFE COMPANY, DES MOINES, IOWA 


WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,000 under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


T, it guarantees that in case of death from any cause, $5,000, the face of the 
SECOND, that in case of se from any ACCIDENT, $10,000, or DOUBLE the 
D, that in case of death from oan SPECIFIED accident, $15,000, or THREE 


IS NOT ALL. The Accident Disability Endorsement FURTHER guar- 
antees that in case of total disability as a result of accidental injury, the Company 
will pay direct to be ~ at = -_ of $50 —- hk ag ey —_ disabiliy, but ae 
, after whic e wee indemnity wi ea e rate o 

WEEK thioughout . Can insurance do MORE? ‘And why 
should any man be satisfied with a policy that would do less? The cost is low. . 

Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
arolina, South Carolina, Tennessee, Georgia, Delaware, Maryland, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 


Concord, New Hampshire 
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mmo London 
ano Globe 
Insurance Co. 


CIMICED 


ONE OF THE BEST FORMS OF 
INSURANCE EVER DEVISED IS THE 


Equitable’s Life Income Policy 


EMBODYING A 


NEW DISABILITY CLAUSE 


OHA 


Under this latest form, if the Insured be- 
comes totally and permanently disabled he 
rece:ves an income for life, without reduc- 
ing the income payable to the Beneficiary 
after his death, any sums thus paid to him 
being in addition to and not in place of the 
income the Beneficiary will subsequently 
receive. It isa form that may fairly be said 
to sell itself. Those seeking the latest and 
best in life insurance will do well t 

e : investigate. 3 : 
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THE EQUITABLE 
LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 








po en Central Life 


Insurance Company 


INDIANAPOLIS, INDIANA 


Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


Over $147,000,000.00 


Losses Paid in the United States 







HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mgr. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 





NEW YORK OFFICE 
80 William Street 


September 1, 1916, 
























